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‘tories of the Week 

~loud Wampler Tells the Truth 
Vhat We’re Fighting Against 
Verse of the Week 


Stories of the Week 


Television is beginning to create 
new jokes of its own. Harry Bannis- 
ter of WWJ-TV tells one about an 
eudience-participation telecast. Its 
M.C. opened the show by saying he 
could do lots of tricks. 

“What would you like to see me 
do?” he dared. 

“Drop dead!” shouted a smart 
aleck in the front row. 

“I'd be glad to oblige,” rejoined 
the M.C., bowing, “but then I’d have 
nothing to do for the encore.” 


A New York bar, we hear, sports 
this sign in its front window. 


NO TELEVISION. 
But Come In Anyway— 
We Have Fights Every Night. 


Down East the farmers have potato 
subsidies to keep ’em happy, and 
they also have other sources of ex- 
tra-income. 

One of our friends in a New York 
advertising agency visited his father’s 
Maine farm not long ago, and re- 
ports this conversation: 

“How you doin’, Dad?” 

“Not good, not bad. Plenty of 
‘taters. But my gas station sales are 
running behind last year. How- 
somever, the Shakespeare Players 


..,Who rented my barn for the season 


are gYossing high, and my p@pcorn 
concession is doing me proud.” 


Tentatively the brand-new father 
peeked at his red-faced baby in the 
hospital nursery. Like all the other 
squirming, squalling infants, his kid 
was raising the roof. 

“Nurse,” he grimaced, 
they all crying like that?” 

“Sir,” reprimanded the nurse 
crisply, “if you owed the government 
$2,840 before you even had a job, 
wouldn’t you cry?” 


“why are 


Cloud Wampler 
Tells the Truth 


And that story leads us into some 
pregnant remarks made by Cloud 
Wampler, president of Carrier Corp., 
in Detroit recently. Quote: 

“What is happening today in Wash- 
ington—at least in the administra- 
tive branch of the government? 
Within the past few weeks, despite 
the apparent slowing down of busi- 
ness, and on top of an already stag- 
gering tax burden, President Truman 
has again called for enactment of 
his $4,000,000,000 program of new 
tixes. 

“Fortunately, many members of 
tie Congress seem to be hearing 
fom the folks back home and the 
p-esent outlook, at least, is that this 
p-ogram will not be enacted at the 
Pp esent session. 

“But even in the face of this, the 
administrative branch has _ strongly 
o»posed major reductions in expendi- 
res for government, despite the fact 
t at without them a Federal deficit 
pears to be a certainty. And Con- 
£ ess has made little progress so far 
i: trimming any real amount of fat 
fom the huge volume of government 

Spending. 

“So, at best we are merely post- 
Poning a decision. And if the answer 
is for continued spending, then we 
Cin be sure that a goodly part of 
this sum will come from increases 
ir. the graduated income tax. Here 
I cannot help but be reminded of the 
fect that back in 1847, when Karl 


(Concluded on Page 2, Column 1) 
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Attacks on Unfair Trade Will 
Continue on 3 Fronts This Week May Stress New 


DETROIT—Drives aimed at elimi- 
nating alleged unfair trade practices 
in the appliance field were under way 
on three fronts this week. 

Dealer associations in Buffalo, 
Charlotte, N. C., and Reading, Pa., 
are conducting campaigns against 
such “abuses” as excessive trade-in 
allowances, back-door selling by dis- 
tributors, large discounts, and gifts. 

In addition, Better Business bu- 
reaus of New York City and Buffalo 
are continuing their attacks on un- 
ethical advertising and selling prac- 
tices. 

New York City’s bureau recently 
issued a bulletin in which it assailed 
“irregular” practices, which “have 
recently been on the increase.” The 
agency warned that the public is 
“resentful” of such practices as: 
“Guarantees that are exaggerated 

insufficiently explained; unfair 
competitive claims; ‘free trial offers’ 
that are not free; ‘trade-in allow- 
ances’ where no trade-in is required; 
terms of payment that are incapable 
of fulfillment or are misleading by 
omission; extra charges, not men- 
tioned; misdescription of cabinet 
woods; exaggerated tube count, etc.” 

The Buffalo bureau is particularly 
concerned about “fly-by-night” deal- 
ers who reportedly are selling appli- 
ances at wholesale in  under-the- 
coun‘er transactions. 

Launching of a “clean-up” cam- 
paign in the Buffalo area was re- 
cently announced by the Western 
New York Retail Appliance Dealers 
Association. John Duffy, president, 
said all association members have 
been asked to emphasize list prices 
in their window displays, on floors, 


or 


and in radio and newspaper adver- 
tising. 

The association is also urging mem- 
bers to play down trade-ins in all 
forms of advertising. He said full co- 
operation is expected from whole- 
salers in the drive. 

The drive was made known dur- 
ing a meeting in the Stonecroft, at 
which the association was addressed 
by R. C. Rider of the local Better 
Business Bureau and Roger Baker, 
Buffalo radio station executive. 

Rider reviewed the bureau’s efforts 
to stop unfair competition in the 


(Concluded on Back Page, Column 1) 


Davidson Awarded 
$12,500 In Suit 


ST. LOUIS—A jury in Circuit 
Court has awarded B. R. “Dave” 
Davidson, head of Thermorite Corp. 
here, the sum of $12,500 for damages 
and losses he sustained through be- 
ing falsely accused of obtaining 
money under false pretenses. 

Davidson had sued Ray Pennington 
and Joel Montgomery for defamation 
of character. The jury’s action was 
a further step in clearing Davidson's 
name in connection with an alleged 
War surplus swindle that came to 
light more than two years ago. 

This is what happened, according 
to the testimony brought out in the 
various court actions. 

During 1946, when materials and 


(Concluded on Back Page, Column 1) 


Ad Offers To Apply: Freezer Rental on Purchase | 


DETROIT—A large newspaper ad- 
vertisement run by General Electric 
Supply Corp. told consumers here 
that they can now rent an 8-cu. ft. 
1949 G-E home freezer on a trial 
basis for 25 days at $1 a day, with 
$25 worth of frozen food included at 
no extra cost. 

“You get the $25 worth of frozen 
foods as a gift and we take back 
the G-E home freezer if at the end 
of 25 days you are not 100% satis- 
fied,” the advertisement said. ‘All 
you pay is the $1 a day rental. 

“If you decide to keep your money- 
saving, time-saving G-E home freez- 
er, your $25 rental fee is applied to 
your down payment and you get 24 
months to pay the balance.” 


It was explained that this “sensa- 
tional” offer was made “to prove that 
once you’ve had a G-E home freezer 
‘ once you’ve known the con- 
venience and economy you'll 
never be without one!”” Readers were 
urged to see their General Electric 
dealers. 

A note pointed out that just 100 
G-E home freezers have been allotted 
for the rental trial offer. It was 
stressed that there is no service or 
installation charge—‘not a cent of 
expense just a straight one 
dollar rental fee.” 

The advertisement also emphasized 
the “new low price” of the G-E 
freezer, now $319, compared with the 
former price of $330. 


What’s Wrong With 
Today’s Salesmen 


N a recent issue of AIR CONDITIONING & REFRIGERATION NEWS 
two of our assistant editors, John Sweet” and George Hanning, 


collaborated on a story which is highly ‘significant. 


To our way 


of thinking, it gives the clue to why new.salesmen of the younger 
generation are causing employers to tear their few remaining 


hairs out by the roots. 


That story is worth repeating herd, in largettype: 

“NASHVILLE, Tenn.—Appliance prospect lists aren’t worth 
anything unless the prospect can be followed tip immediately, 
Marvin Carden, appliance department buyer for ™ Harvey Co. 


here declared recently. 


“Customers, even though they have purchased in a store in 
the past will not come back unless they are relentlessly followed 


up by the salesman, he believes. 


“Though he knew this from his experience as an appliance 
salesman in pre-war days he decided, on a recent afternoon, to 
prove that it still holds true today. 

“Spotting a lady in his department to whom he had ‘sold’ a 
refrigerator back in 1947, he approached her and... 


“ ‘Ma’am, 


I’d like to ask you a few questions. 


I want you 


to promise to answer them frankly and not get mad.’ 
(Concluded on Page 14) 


Exhibits at Marts 


Range of Models 


CHICAGO — For the first time 
since the end of the War, major 
appliance models that are designed to 
appeal to the “price conscious” will 
be taking the spotlight at a Chicago 
Homefurnishings Market, as_ the 
Summer Marts open here July 5. 

This doesn’t mean that the entire 
emphasis will be on low-priced mer- 
chandise, but rather: that appliance 
manufacturers will be presenting 
rounded-out lines that will give re- 
tailers something for every class of 
prospect. 

No widely startling innovations in 
appliance products are expected, but 
there may be some news-making 
price and merchandising plans an- 
nounced. 

While attendance is expected to be 
off scmewhat, the hotel situation is 
still “rough” in Chicago, and all 
those who can do so are being urged 
to come as late in the two-week 
period as possible. 

The American Furniture Mart is 
celebrating its 25th anniversary with 


(Concluded on Page 4, Column 3) 


Quinn Appointed to 
Recold Sales Post 


LOS ANGELES — Introduction of 
a new line of surface coils and ceiling 
and floor-type air conditioning units 
and appointment 
of Harry L. Quinn 
as sales manager 
of its Air Condi- 
tioning Div. have 
been announced by 
Refrigeration En- 
gineering, Inc., 
here. 

Manufacturer of 
the Recold line of 
commercial refrig- 
eration coils, evap- 
orative condensers, 


Harry L. Quinn 


and floor units, the company an- 
nounced a few months ago that it 


(Concluded on Back Page, Column 5) 


Deepfreeze Refrigerator 
Line Due for Nov. Showing 


NORTH CHICAGO — Deepfreeze 
Div. of Motor Products Corp. plans 
to introduce five models of domestic 
refrigerators in November “rather 
than increase the chaotic condition 
in the industry by the addition of an- 
other line” at this time, according: 


(Concluded on Page 4, Column 4) 


Ryan Is Sales Mgr. of 


Sanitary Household Div. 


FOND du LAC, Wis.—Harry Ryan 
has been appointed sales manager of 
the Household Div. of Sanitary Re- 
frigerator Co. here, B. K. Miller, 
president, has an- 
nounced. 

Ryan was for- 
merly Chicago 
sales manager of 
Ben-Hur Mfg. Co. 
and of the Appli- 
ance Div. of R.C.A. 


Victor  Distribut- 
ing Corp. in Chi- 
cago. 

The company 


also announced ap- 
pointment of five 
new distributors for 
division. They are: 
Boyd Distributing Co., Inc., Den- 
ver; Associated Industries, Detroit; 
Cardinal Distributing Co., St. Louis; 
E. G. Clinton Co., Minneapolis; and 
Milhender Distributing Co., Boston. 


Harry Ryan 
its household 


Dept. Stores Hit 
‘Loading Up’ by 
Appliance Firms 


Producers Answer Charge, 
Urging Stores To Handle 
Fewer Appliance Brands 


By George M. Hanning 


NEW YORK CITY—In very blunt 
language representatives of depart- 
ment stores and appliance manufac- 
turers and distributors told each 
other off at a recent session of the 
merchandising division of the Na- 
tional Retail Dry Goods Association 
held in the Hotel Statler here. 

The department store, according to 
Raymond Reed, home furnishings 
merchandise manager of John Wana- 
maker, Inc., of Philadelphia, looks 
with “a jaundiced and blackened eye” 
at the manufacturers’ policy of sell- 
ing to discount houses while making 
the department store the “fall guy” 
who maintains the big display. 

“Quit trying to kid us,” he urged. 
“We prefer the truth even though it 
hurts. Let’s face our problem (of 
overabundant manufacturer’s inven- 
tory) together to a tenable, mutually 
profitable solution. We would rather 
work toward a small profit than take 
a loss.” 

H. U. Mann, Chicago appliance dis- 

(Concluded on Page 4, Column 1) 


Freezer Section 
Plans Promotion 


WASHINGTON, D. C.—Howard R. 
Roberts of Whiting Corp. was elected 
chairman of the Food Freezer Section 
of the Refrigeration Equipment 
Manufacturers Association at its re- 
cent meeting here. 

Other officers elected are J. W. 
Krall, Tyler Fixture Corp., vice 
chairman, and C. H. Beane, Brewer- 
Titchener Corp., secretary. They will 
hold office until May 1, 1950. 

A comprehensive program for the 
coming year was discussed at length 
and initial steps have already been 
taken to put the program into effect 
as rapidly as possible. 

Projects slated for early develop- 
ment include a promotional campaign 
on food freezers. This will involve 
the preparation of a sound slide film 
(Concluded on Back Page, Column 3) 


Police Search for Room 
Cooler ‘Thief’ In West 


PHOENIX, Ariz.—Police here are 
looking for a “hot” air conditioner. 
Yep, air conditioning is so important 
to residents here that an owner vir- 
tually has to keep one eye on his 
unit all the time. 

Mrs. Laura Davis, a Phoenix resi- 
dent, reported that a thief yanked 
an air cooler from her living room 
window while she was doing the 
dinner dishes. 


Narva To Hold Meeting 
In Chicago July 10-11 


CHICAGO—tThe appliance dealer’s 
approach to the last six months of 
1949 is the underlying theme of the 
mid-year meeting of the National 
Appliance & Radio Dealers Associa- 
tion to be held here July 10 and 11. 

To assist the dealer in better pre- 
paring for his merchandising efforts 
from July through December, the 
association has prepared an intensive 
one-day general session, July 11, that 
will feature spokesmen from _ the 
manufacturer, distributor, and dealer 
levels. July 10 will be occupied with 
(Concluded on Page 25, Column 1) 
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INSIDE DOPE 


by GEORGE F, TAUBENECK 
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(Concluded from Page 1, Column 1) 


Marx wrote the Communist Mani- 
festo, he included a statement that 
is simply amazing in view of the time 
at which it was written. Here is 
essentially what he said: 

“‘Probably the most effective 
method to be employed looking to- 
ward the destruction of capitalism is 
to apply a graduated income tax.’ 

“Did you ever consider, for your 
own enlightenment, the graduated in- 
come tax theory on a very small 
scale? Let me do it for you. Assume, 
if you will, that a nation consists 
of only five citizens. Two of these 
make $2,000 a year; the third $4,000; 
the fourth $6,000, and the fifth 
$10,000. Now then, the cost of 
government is $4,000, and_ this 
amount is to be raised through taxa- 
tion. In the first instance the five 
citizens get together and decide to 
tax everyone 17%. Then one of the 
$2,000 earners says: “Surely the man 
with the big income should pay much 
more than we little fellows do.” So 
the upshot of the whole business is 
that the four citizens getting $6,000 
or less gang up on the one man who 
is getting $10,000 and he is forced 
to pay a 40% tax, which supplies 
the $4,000. 

“In other words, the vote is four- 
to-one in favor of graduating the in- 
come tax so that it hits only the 
$10,000 earner. 


“Obviously, the result of this is 
apt to be that the man who was 
working to make $10,000 says to 
himself: ‘Why should I take the 
responsibility and do the job that 
goes with these larger earnings? I 
would be better off if I didn’t work 
so hard and moved down to the $6,000 
bracket.’ 


“In this connection, I would remind 
you that equity capital has histori- 
cally come from wealthy or high- 
salaried individuals. Heavy surtax 
rates have dried up these usual 
sources. True, gross incomes are, in 
general, larger than they were in 
1929. However, after-tax incomes of 
over $25,000 are down sharply. 


“For example, a man with a 
$50,000 income after exemptions pays 
66% of his dividends in taxes. To 
give such an investor a tax-free yie :! 
of 2%, industry must pay 6%. Just 
think of this in terms of the earnings 
that come from a building erected for 
investment purposes. 


“I know that I am over-simplifying 
the problem, but just the same my 
illustrations are sound. And today 
incentive in America is being des- 
troyed through taxation which seems 
in many of its aspects to be punitive. 
The further and equally serious r-- 
sult is that the venture capital needed 
to create new enterprises and ex- 
pand or modernize old ones is being 
absorbed by the cost of government. 


“On top of this threat, and accen- 
tuating it, we have the unknown 
cost of a proposed expansion of the 
social security program. It has been 
estimated by government officials that 
the ultimate cost of all of the Presi- 
dent’s various welfare plans could 
mean a total payroll tax of between 
twenty and twenty-five per cent. 
Again we see the shade of Great 


Britain, where the money needed to 
sharpen up her dulled industrial tools 
is being taxed away to support a 
welfare state. 


“IT have an idea that if employes 
had to pay these taxes directly, in- 
stead of having them removed before 
their pay checks are handed to them, 
we would hear quite a howl. 


“Just as an example, the total pay- 
roll of Carrier Corp. last year was 
$15,714,000. Of this, we withheld 
$1,544,000 in the form of payroll 
taxes on behalf of the government. 
Thus, our employes received in cash 
$14,170,000. But do you think many 
of them realized what was happen- 
ing? They certainly did not.! 

“Just recently we made an analysis 
of all of the taxes paid by Carrier 
and by its employes to the Federal, 
state, and local governments. And 
the figure for 1948 came to $5,414,302. 
This is almost exactly 10% of the 
total completed sales of the corpora- 
tion in fiscal 1948 and just about 
twice what is realized in net profit. 
Broken down on a family basis, it 
translates into something like $330 
for every man, woman, and child who 
is directly dependent upon Carrier 
for their daily bread. 

“Do ‘you think this is high? Well, 
so do I. But I must report to you 
that it is below the national average. 

“Now this is tremendous and, if 
continued, a ruinous cost to pay for 
Big Government. 

“And if we grant this, as I think 
we must, then what’s to be done 
about it? ‘ 

“One answer is to do everything 
we can as individuals to spread an 
understanding of what this cost is 
and what is means. This might sound 
like a task for somebody else and 
not for us as businessmen. But it is 
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meeting. 


Delco Products’ 
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There’s a challenge in twelfth- 
hour changes—a challenge that 
Delco Products takes pride in 


q 


sense of re- 


sponsibility extends far beyond 
the mere filling of orders. Each 
customer is regarded as a part- 
ner on a project. His individual 
needs are recognized . . . his 
problems solved through un- 
stinting cooperation. 


All of Delco’s resources are 
geared to the tempo of today’s 
manufacturing. Delco has the 
years of experience in the appli- 
ance field needed to combine 
quality and quantity production. 
Delco has the ability to work 
fast. And when occasion arises, 
Delco has the flexibility to make 
schedule changes without 
seriously breaking stride. 
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your job and mine to see that our 
own employes and the members of 
our own particular community ‘know 
the score.’ 

“Fortunately, something has hap- 
pened in recent weeks that gives all 
of us something to tie to. What I 
have in mind is the Hoover Report 
and is is my best judgment that some 
sort of a medal ought to be struck 
off for the man who made it. Herbert 
Hoover has rendered a tremendous 
service by turning a spotlight on the 
mushrooming of government, the 
overlapping of bureaus, the compet- 
ing services and the constant in- 
crease in bureaucratic personnel. 
Furthermore, he has suggested at 
least a starting point for doing some- 
thing about it. 

“In Mr. Hoover’s own words, the 
Federal budget has grown from an 
annual figure of around $4,000,000,- 
000 when he was in the White House 
to more than $40,000,000,000 today. 
And during this time government 
employes have increased in number 
from 560,000 to 2,100,000. 


“Simply through a consolidation of 
functions, the Hoover Report points 
out the means of cutting this force 
by about 10% and effecting a saving 
of some $4,000,000,000 a year. Nor 
would this mean the firing of 200,000 
government workers, since it has 
been estimated that the present turn- 
over in personnel is around 500,000 
a year. The reduction could be made 
simply by not replacing unnecessary 
workers. 

“It sounds almost too easy. But if 
Washington is left to its own devices, 
do you imagine that the unwelcome 
take of cutting down rather than 
building up will be accomplished? I 
doubt it. 

“However, if the Hoover story is 
thoroughly understood in every com- 
munity in the country, I’m sure the 
answer would be different. Any one 
of you who has had any experience 
in politics knows that effective or- 
ganization must start in the ward 
and the precinct. And so the pres- 
sure for effective action against the 
very marked trend toward socialism 
must be built up from the grassroots. 


“However, if we are to do this job 
properly in our own communities, in 
our own backyards, so to speak, then 
we must also be sure that our own 
houses are in order. 


“Here I have in mind that as busi- 
nessmen we have an obligation not 
only to preach but to demonstrate 
that the system we advocate is every- 
thing we claim for it. Most of us 
here represent management. 

“And if we, as managers, do our job 
properly we must maintain a fair 
balance between capital and labor 
for the ultimate benefit of the con- 
sumer. I mean exactly that. Both 
capital and labor are entitled to a 
fair return. Each must get a square 
deal. And so must the consumer, 
else both capital and labor and man- 


agement are the losers. In this con- ® 


nection, it is also well to remember 
that all three are consumers. 


“Something of what I have been 
saying is incorporated in a manage- 
ment pledge that is now being circu- 
lated throughout industry. I com- 
mend it to you heartily. For if we 
will hold ourselves to the word and 
spirit of this pledge, then we can 
even preach to others in safety. 


“Many of you undoubtedly have al- 
ready seen and subscribed. It was 
first outlined by Clarence Francis, 
chairman of General Foods Corp., in 
an address before the Harvard Busi- 
ness School Alumni Association. I 
would like to read it all, for those 
who have received it could well listen 
to a repetition. But it is rather 
lengthy and so I am going to con- 
fine myself to five of its eight points. 
Here they are: 


““T believe that a business must be 
run at an adequate profit and must 
hold its own in fair competition with 
other businesses . . within my 
sphere I will do my best to help 
keep my business prosperous and 
strong. 

“‘T believe that business must 
serve employes, stockholders, con- 
sumers, 
management must keep the interests 
of all these elements in balance... 
to the extent of my authority I will 
try to preserve this balance. 


“T believe further that the greatest | 


assets of a business are its human 
assets and that the improvement of 


their value is both a matter of ma- | 
terial advantage and moral obliga- | 
tion; I believe, therefore, that em- | 
ployes must be treated as honorable | 


individuals, justly rewarded, encour- 
aged in their progress, well informed 
and properly assigned, and that their 


lives and work must be given mean- | 


ing and dignity, on and off the job... 


if I have the supervision of so much 
as one other person I will strive to 
honor these principles in practice. 

“‘T believe that whenever busi- 
ness has earned a hearing, it has 
not only a right but a duty for public 
confidence and that it must speak 
freely, give information gladly and 
answer the attacks of those who 
seek to undermine American freedom 
under democratic capitalism. ; 
I will speak out in behalf of m: 
business and the system which it rep 
resents.’ 

“Now I'd like to tell you somethin; 
of which I am very proud. Each ke 
man and woman of Carrier ha 
signed this pledge. And before ver 
long every supervisor, every forema 
in our organization will have dor 
likewise. 

“Much more important, we o: 
Carrier are committed to living u 
to this glorious creed. 


“You know, Ladies and Gentleme: 
it all really gets down to this. W: 
have chosen between ‘Freedom’ an 
‘For Free.’ And I assure you the 
we can’t long have freedom—for free 


“No, we have to deserve Freedon 
just as we have to deserve Business 
And this means fighting for them 


“I believe that the fight will be 
fought and won.” 


What We’re Fighting 
Against 


We hope so, Mr. Wampler. 

The Hoover Commission has turned 
up some Federal slight-of-hand that 
makes Houdini look like an amateur, 
according to the Tax Foundation. 


The Army, for instance, reported 
25,000 tanks on hand at the end of 
the war. When the commission asked 
for their location, the army could 
find only 16,000. The other 9,000 of 
these fairly solid taxpayer invest- 
ments had vanished. 

The Hoover Commission also found 
one manufacturer of steam turbines 
furnished a certain part to the navy 
at a cost of $63. Another supplier 
furnished the same item, as a replace- 
ment part, for $25. 

When the navy finally got tired of 
throwing the taxpayers’ money 
around, it got the item from its prime 
manufacturer for $9.06. 


Verse of the Week 


Take it easy! Worry? Why? 
Have some fun before you die. 
Work will save; time is fleeting; 
Heed attractive pleasures greeting. 
Dine and sup and live today. 
About tomorrow? Who can say? 
Omar’s right, go on and spend 
Before you into dust descend. 

Do not drain the bitter cup. 

With milk and honey fill it up. 


That’s not my philosophy. ; 
It’s just the way I'd like to be. 
—ORVILLE E. REED 


and government and that | 


"..AND COMPLETE @%. 


a SATISFACTION 


Revco offers greater food storagégim 

capacity in less space... more feat 

tures that appeal to the housewife@am 
you sella 
rite for 


: EERFIELG 
INC. MICHIGA 


SWIFT 


Pulleys and Fan Blades 
Industrial & Variable 
Speed Pulleys 


Standard equipment with most 
refrigeration unit manufacturers. 


Sold By All Better Jobbers 


Swift Manufacturing, Inc. 
1455 E. Nine Mile Road 
Hazel Park, Mich. 


AQ AY | 


AY 


ZZ. 


: a | 
, ee a a ee Se Se ae ttt CC LLL LLL LLL LLL te, 
ee 
- a - } 
os - : 
ee eee : 
| 
; 
ais 
ais ’ 
4 & 
as am ' I 
i : 
i at 
aes { 
; 
i 
. 

t 
ee : 
aes I 
pi 
Pe a 
nae s 

ial Y 
2 a 
gk Pe 
ee i 
— i 
ons . i 
ee y 
i ee if 
gg 
h 
fi 
EEE | Cc 
. . 
. be 
, sl] 
; 
e ci 
| ce 
fy 
] A 
cl 
a 
// TEE fr 
| YY aan : 
ee MAGNGL 
i ( , 
= y Yj iy T 
— f mae 
Sn 1] | 
F% | P 
eR ol 
ee 
in pe 
| Jé 
U 
aaa . 
sk 
| fe SS _ 
- Ya th 
4 — ene : r — eS — = ’ By “ 
Ss. + a ages Ce ea eam Ri \ 
‘ Sh ag, € Pe 
See ie . By RES ig: ae ao e 2 ee as & ‘ A » rn og i. ' A \ A sp 
ae 1 —— a : ' 
a eee Ses ee Serge “ ce ka wavee abe i 
e bs at se HAE of 
“a ae $ iG is | be 
3 ii . 
im f Rho VCO be 
‘K (CHILL CHE mi 
< | r Ses. ne 
ee | ob 
’ b | 
, | 
| ‘ 
* | ‘a a 
: . | ans pales -. 
zs VCO 
| snenanaeda aaa aaticaaiaasiate 
. 
| 
| pe 
ee 
: | ee 
: | a a 
ee: <> | 
nes : a : 5 ? “ 9 Ps os > a 3 + 3 ” - - ’ ; s 4 - ° t% 5 3 ¢ 
“ r * oy - << . Cee F 2 , - oh i8 « > ? oe | ; = - : | ; : j 


ws 


ee Se ie De be 
fe P 


a 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 27, 1949 


Bill To Require Dating 
Of Frozen Food Packages 
Killed In Massachusetts 


BOSTON—The Massachusetts leg- 
islature has killed a bill which would 
have made it mandatory for packers 
to date all frozen food packages. 

Strong opposition came from Sena- 
tor Edward Pierce, who seemed to 
voice the sentiment of the frozen 
food industry in that state. 

“Dating of packages would give no 
guarantee of the quality of the con- 
tents,” he declared. He said that the 
truth was, “anything that goes in 
rotten, will come out rotten,” even 
if frozen. 

Senator H. Richardson declared, 
“The principal effect of the bill would 
be to require Massachusetts packers 
to date their packages; however, the 
bulk of the frozen foods sold in the 
commonwealth comes from outside 
eS 

Proponents of the bill voiced inten- 
tion of calling up the bill for recon- 
sideration, but a 22-7 vote at Boston 
defeated the measure for the re- 
mainder of the current legislative 
assembly. 


Butcher Uses Air Cooling 
Ad to Coax Customers 
Into Shop 


UTICA, N. Y.—Hapanowicz Broth- 
ers Market, 1021 Columbia Square, 
here, is getting merchandising bene- 
fits from is recently installed air 
conditioning system. 

The store is using newspaper ad- 
vertising to stress the comfort of 
shopping in an air conditioned meat 
market. 

“The Jolly Butcher Boys have air 
conditioned their market to make it 
jolly comfortable for you. In a fresh, 
cool and comfortable atmosphere 
you’ll now shop our superb market. 
Air conditioned throughout to bring 
choice meats, cuts, and roasts with 
all their delicious, full-flavor, original 
freshness held intact by scientifically 
controlled air of natural freshness.” 


Sales Rise Prompts G-E 
To Shut Down Only 2 Weeks 


ERIE, Pa.—A shut down of the 
General Electric Co.’s Erie Works, 
scheduled to begin Aug. 5, will last 
only for the two-week vacation 
period ending Aug. 22, it was learned. 

The announcement came from 
James Kennedy, business agent for 
UE Local 506. Earlier in the week, 
Kennedy had reported a three-week 
shutdown, which would include a 
week’s layoff without pay, would be 
put into effect at the Erie Works. 

Company spokesmen questioned on 
the shift in position, however, de- 
clared that Kennedy’s earlier state- 
ment was premature. 


“Sales in refrigerators have im- | 
proved to the point where a shut- | 


down beyond the normal vacation 
period will not be necessary,” the 
spokesman explained. 


Delavan Has Parts for Coldspot 


DES MOINES, Iowa—Development 
of a complete line of replacement 
parts for Coldspot compressors has 
been announced by Delavan Mfg. Co. 

Delavan parts for Coldspot are 
available for practically all late 


model units. An illustrated bulletin, | 
listing parts numbers on all of the 
new Coldspot replacements may be 
obtained by writing Delavan Mfg. Co. 


4> 


New Sears rs Shows 9-11% 
Drop In Some Appliance Prices 


CHICAGO — Price cuts on appli- 
ance products ranged from 9 to 11% 
in the Sears-Roebuck fall-and-winter 
general catalog mailed last week. 

Price comparisons are made with 
those carried in the spring-summer 
general catalog. 

Refrigerators, stoves, washing ma- 
chines, and water heaters were re- 


duced from 9 to 11%. Home freezers . 


were reduced around 9%. 


Westinghouse, Union Negotiate 
24-Hour Week To Avert Layoff 


SPRINGFIELD, Mass.—A _ negoti- 
ated “short work week”’ has averted 
layoffs at the East Springfield plant 
of Westinghouse Electric Corp. here. 

In a joint statement issued by the 
company and local 202 of the UEW 
(CIO), it was stated that in agree- 
ment with the union, working hours 
in the plant tool room have been cut 
back from 40 to about 24 hours a 
week. 


G-E Names 2 to Posts In Parts Sales and Direct Sales Programs 


es *¢ & 


BLOOMFIELD, N. J.—John L. 
Roth has been appointed to the 
newly-created post of sales manager 
of the parts sales and product serv- 
ice section, it was announced by L. 
E. Thompson, manager of parts sales 
and product service of the General 
Electric Co.’s air conditioning depart- 
ment. 

Roth will be responsible for the 
sale of commercial refrigeration con- 
densing units of 5 hp. and under to 
distributors and to 
recently appointed 
parts depots, as 
for the sale of all 
renewal parts. 

G-E has recent- 
ly set up approxi- 
mately 50. such 
parts depots 
throughout the 
country to pro- 
mote the sale of 
condensing units 


John L. Roth and to facilitate 
the distribution of 
renewal parts. These depots. will 


serve fixture and equipment manufac- 


4. 


— 


turers, wholesalers, retailers, and 
servicers. New and replacement con- 
densing units as well as parts will 
now be available from these nation- 
wide outlets. 

After attending New York univer- 
sity, Roth, in 1930, joined Rex Cole, 
Inc., New York City, G-E distributor 
for appliances and commercial refrig- 
eration, as commercial service and 
product manager. 

Prior to his new position, Roth 
was assistant to the sales manager 
of the refrigeration machine division. 
From 1939 to 1942, he was commer- 


cial manager of Nathan Strauss- 
Duparquet, Inc., New York City, a 
G-E commercial refrigerator dis- 
tributor. 


Since then, he has held positions as 
field engineer and then district sales 
representative in the Chicago office. 
In 1947, he was in charge of commer- 
cial sales activities of the refrigera- 
tion machine division, Fort Wayne, 
Ind. 

During World War II, Roth served 
with the U. S. Army Corps of Engi- 
neers. 


* * *- 


BLOOMFIELD, N. J.— John D. 
Hoffman has been appointed to the 
newly created post of manager of 
direct sales of air 
conditioning and 
commercial refrig- 
eration products of 
the General Elec- 
tric Co.’s air con- 
ditioning depart- 
ment, it was re- 
cently announced 
by H. B. Donley, 
manager of mar- 
keting of the de- 
partment. 

John D. Hoffman tn his new 6a- 


pacity, Hoffman will be responsible 
for all sales activities, to customers 
served direct, on air conditioning and 
commercial refrigeration, including 
water coolers and refrigeration ma- 
chines. 


Prior to his new position, Hoffman 
was manager of sales of the G-E 
Switchgear Div., Philadelphia. He 
has been with G-E regularly since 
1921. 


y— 


SUNISO HELPS HOLD CUSTOMER 15 YEARS 


Refrigeration Equipment Distributor Makes Steady Customer 
As Result of Performance of Suniso-Charged Compressor 


When a wholesale processor of pork 
products started in business he 
bought a single 1 hp compressor. 
The refrigeration equipment dis- 
tributor who sold it to him charged 
it with Suniso. The first compressor 
performed so well that as business 
expanded and more equipment be- 
came necessary, the processor con- 
tinued to buy from his original 


supplier. 


In 15 years, unit after unit has 
been added. Today the processor 
has 10 compressors ranging as high 


as 10 hp, used in a great variety of 
cooling operations, and all charged 
with Suniso. There has not been a 
single failure due to lubrication— 
even in summer, when the equip- 
ment is subjected to heavy loads, 
and the temperature of the meat 
must be closely controlled. 

This is but one instance among 
many that indicate the profitable 
results to be expected from the use 
of the right “Job Proved’’ Suniso 
Oils in refrigeration and in air- 
conditioning. It is performance such 


as this that has made them the 
predominant choice of original 
equipment manufacturers. 


The different grades of Suniso 


Equipment.” 


SUNISO REFRIGERATION OILS >< 


“JOB PROVED’’ 


THROUGHOUT THE 


INDUSTRY 


Oils haveextremely low pour-points 
and low wax-separation points. All 
have exceptionally high dielectric 
strength and high resistance to 
chemical change when mixed with 
Freon or any other modern re- 
frigerant. Ask your Suniso jobber 
for a free copy of the illustrated 
booklet “Lubrication of Refriger- 
ation and Air-Conditioning 


SUN OIL COMPANY: Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd. 
Toronto and Montreal 
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AIR CONDITIONING & REFRIGERATION NEWS, JUNE 27, 1949 


“Loading Up’ Hit-- 


(Concluded from Page 1, Column 5) 


tributor, warned the department 
stores that they can’t go on forever 
featuring price cuts in their advertis- 
ing. It’s time, he said, that they stop 
selling price and start selling product 
usefulness to the consumer. 

“Let’s clean up the appliance busi- 
ness,” he begged, “and then let’s 
keep it clean.” 

Dr. A. J. Snow, one-time technical 
director for Sears, Roebuck & Co. 
and the Avco Mfg. Corp., scoffed at 
advice given by other speakers on 
creating enthusiasm among their re- 
tail salesmen. 

“What is the retail salesman going 
to talk about?” he asked. “Take the 
nameplate off most of the refriger- 
ators on the market today and they 
are all alike. 

“You have to have something to 
talk about before you can generate 
enthusiasm.” 

Dr. Snow, who played an important 
role in the development of the Cold- 
spot and Kenmore lines of appliances, 
declared that no group of buyers and 
no trade agreements are going to 
develop a private brand appliance. 

In order to successfully merchan- 
dise a private brand, the store must 
develop something original, must 
make some contribution to the in- 
dustry. 

He emphasized that private brand 
does not mean a refrigerator or a 
range but the whole gamut of goods 
handled by the store, an over-all 
store policy that has gained public 
acceptance. 

A. M. Sweeney, general sales man- 
ager of the appliance and merchan- 
dise department of the General Elec- 


tric Co. took to task the moaners of 
“What’s wrong with our appliance 
business?” and “The honeymoon is 
over.” 

The lush business of 1948, with 
which department stores and others 
are comparing their current volumes, 
was not “our” business in the first 
place, he said. It was “actually 
tossed in our laps by the thousands 
of customers who ‘literally beat a 
path to your stores to see if you 
had the appliances they needed so 
badly.” 

Sweeney pointed out that if we 
were on a “honeymoon” then there 
must have been a marriage. Be- 
tween whom ? 

The retail appliance salesman and 
the customer haven’t had a civil word 
for each other in nine years. The 
distributor certainly wooed the de- 
partment store very ardently, but no 
weddings took place. And between 
the manufacturer and the depart- 
ment store “there’s been too grand 
an opportunity for the stores to flirt 
with all the boys for any wedding 
here. 

“Many of us are a little like an 
Irish sweepstake winner who held a 
lucky ticket, cashed it in, paid his 
taxes, and spent the easy money. 
Now, we are looking for a job.” 

Both Homer L. Travis, western 
regional manager for Kelvinator, and 
John B. Bannigan, divisional man- 
ager of Allied Stores Corp., agreed 
that it is better for department stores 
to concentrate on only a few brands 
of appliances rather than try to play 
the field. 

Travis pointed out that stores that 
have confined their activities to one 
or two brands have attained the 
highest appliance volumes and extra 
profits. They did it through better 
advertising, better display, better 


selling, and closing a higher percen- 
age of sales on the floor, he main- 
tained. 

Bannigan based his case on the 
fact that it is impossible for the 
department store to handle the lines 
of all manufacturers, therefore they 
should seek to deal with those manu- 
facturers “who see eye to eye with 
us and who are genuinely interested 
in developing our long-range pro- 
grams.” 

Such a manufacturer, he said, will 
“cooperate to the extent necessary 
to capitalize on our attainable poten- 
tial—that is, restrict the number of 
and type of other dealers, crack down 
on flagrantly unethical competition, 
assume a major role in the training 
and stimulation of our appliance 
salesmen, offer us first chance at pro- 
motional merchandise, and last but 
not least, extend us the mark-up 
necessary to make the appliance 
business interesting to top manage- 
ment.” 


New Range of Models - - 


(Concluded from Page 1, Column 4) 


this year’s Summer Mart, and is 
planning some special events. Some 
of the manufacturers with space at 
the Furniture Mart are tying in 
with the event. Some tenants as 
General Electric, Bendix, Automatic 
Washer, and Motorola have moved 
into new and larger locations, and ap- 
pliances have pushed onto other 
floors. 


Catalog Covers Ammonia Units 


JACKSON, Mich.—A new catalog 
on -Acme ammonia condensers was 
recently announced by Acme Indus- 
tries, Inc. here. 


order from your wholesaler 


CARTONS near 


MULTIPLE PROFITS 


MUELLER BRASS CO. 


PORT HURON, MICH. 


— 


List of Firms Exhibiting at 
Summer Marts 


American Furniture Mart 


REFRIGERATORS 
Name Space 
po Ee Seer rrr ee re er eT 526-27 
AMONG. SOCIETY 2.6. nc cis iccccccneres 536-B 
Frigidaire Div., General Motors 
CS ec ctawciewascheewevensba 508-09-A 
- General Air Conditioning Corp. ..... 17/64 
General Electric Co. .........- 535-36-37-A 
Gibson Refrigerator Co. .......... 537-38-B 
a ee ce ere rT 533-34-35-B 
Kalamazoo Stove & Furnace 
Ae ere ery ind cre cer 17-R/1108-09 
Kelvinator Div., Nash-Kelvinator 
 Wikecheaeewenereeee? >< 513-14-15-A 
Leonard Div., Nash-Kelvinator 
OL. 6 6K5444040.00s Ce Ow RE 513-14-15-A 
Marquette Appliances, Inc. ..... 17/78-79-80 
Norge Div., Borg-Warner Corp. ..... 521-22 
Pe GG. Sociedad Shesiaccennsaes 128 
Presteline Div., Leeson Steel 
NS SO cc's a aSie.es nue cee or8 447-48 
Sanitary Refrigerator Co. .........+06. 528 
Westinghouse Electric 
GO —icccorateencess 501-03 & 542-43-B 
HOME FREEZERS 
MMONO SOCIGTY 2c s ci eensceereciies 536-B 
2, a” ree er reer eg ee 528 
Frigidaire Div., General Motors 
eee reer re reer eT es 508-09-A 
General Electric Co. .......... 535-36-37-A 
Gibson Refrigerator Co. ......... 537-38-B 
Kelvinator Div., Nash-Kelvinator 
Serer ee cre re 513-14-15-A 
Leonard Div., Nash-Kelvinator 
CK -sbeaeTERT ERAS GC 64008 513-14-15-A 
Markuette Appliances, Inc. ..... 17/78-79-80 
Norge Div., Borg-Warner Corp. ...... §21-22 
PN: ibs c eke s ees aceraeecnes 128 
Sanitary Refrigerator Co. ..........+.. 528 
Sub-Zero Freezer Co., Inc. ........... 17/K 
Westinghouse Electric 
oo Mier eee ee ee 501-03 & 542-43-B 
WASHING MACHINES 
| PE OG GR sc iecaceies corse’ 541-42 
PRBRORGE TE. GR. 6 kek hecsccsseess 510-A 
Automatic Washer Go. occ ccccccccsess 503 
Barlow & Seelig Mfg. Co. ............ 530 
Beret. GON, TRO cisascsseeeccenes 549-A 
Bendix Home Appliances, Inc. ....... 539-A 
SN UO, ib cds es snsgetaeuesds 544-A 
Conlon Div., Conlon-Moore Corp. ...... 504 
Frigidaire Div., General Motors 
a ee ee ery ree re ee 508-09-A 
General Electric Co. .......... 535-36-37-A 
| Holland Reiger Div., The Apex 
Electrical Mfg. Co. ...........4. 17/98-99 
WOON, BW: GA vic canccsces Sieacn 511-A 
SNE ES Ses ebiei dene nwes 533-34-35-B 
lenders, Frary & Clark ... cc cecccsecs 547-B 
Nineteen Hundred Corp. ............ 508-B 
Norge Div., Borg-Warner Corp. ..... 521-22 
One Minute Washer Co. ....... 17/102-103 
Westinghouse Electric 
a ee ere eer 501-03 & 542-43-B 
DRYERS 
Bendix Home Appliances, Inc. ...... 539-A 
oo eS eee ee eee 544-A 
Conlon Div., Conlon-Moore Corp. ...... 504 
Frigidaire Div., General Motors 
MY £68040 ered ta pawee a caKa 508-09-A 
General Electric Co. .......... 535-36-37-A 
Hamilton Mfg. Co. ...........--. 17/88-89 
eB errr eee ee 533-34-35-B 
Nineteen Hundred Corp. ............ 508-B 
Westinghouse Electric 
WO bie eines caates 501-03 & 542-43-B 
DISHWASHERS 
| Champion Dishwashing Machine Co. ....2453 
General Blecivic Co. 2... .ccces 535-36-37-A 
| Westinghouse Electric 
MES Scheer asia ein 501-03 & 542-43-B 
RANGES 
|) PT CAI, cick iiewiseccaccais 526-27 
| Detroit Vapor Stove Div. 
Borg-Warner Corp. .............. 630-31 
Estate-Heatrola Div., 
Noma Electric Corp. .............. 523 


Deepfreeze Models - - 


(Concluded from Page 1, Column 4) 


to G. H. (Rock) Smith, vice presi- 
dent and general manager. 

Noting in a letter to distributors 
that Deepfreeze had committed itself 
to a domestic refrigerator program 
during the past year, Smith said 
“events in the entire appliance in- 
dustry since that time have de- 
veloped have forced us to modify our 
original plans considerably.” 

“Rather than increase the chaotic 
condition in the industry by the addi- 
tion of another line, we have changed 


our plans to enter the industry at 


this time and are making prepara- 
tions to enter it at a later date 
when the opportunity for success on 
the part of our dealers, distributors, 
arid ourselves is more assured.” 

Smith said the division now plans 
to engineer, design, and produce the 
five models under the Deepfreeze 
name, and probably will introduce 
the line in November. 

“This will give us production time 
to have an adequate supply for early- 
season selling and for presentation 
to the trade at the January markets.” 


Frigidaire Div., General Motors 


DG A ride ay ben tss tah secseeed 508-09-4 
General Elecivic Co. .. 665. c0% 535-36-37-A 
Gibson Refrigerator Co. .......... 537-38-B 
PD OE ok creeks cimacaanie’s 533-34-35-B 
Kalamazoo Stove & Furnace 

Sie ska Sawraansnaened ness 17-R/1108-09 
Kelvinator Div., Nash Kelvinator 

BEE (Gus sa ramen ata es es 513-14-15-A 
tunders, Frary & Cietk 2... cs ccvcwss 547-B 
Leonard Div., Nash-Kelvinator 

Rr ere ee rene 513-14-15-A 
Lindemann & Hoverson Co., A. J. ..17/42-43 
Moore Div., Conlon-Moore Corp. ...... 504 
Norge Div., Borg-Warner Corp. ....521-22 
Presteline Div., Leeson Steel 

Pee eee ee 447-4¢ 
Roberts & Mander Corp. ............ 546-© 
Tappen Steve Ge. 2. cccccccccuces 539-40-P 
Wr te Gn HG oc sk seceded 52: 
Westinghouse Electric 

eee ee 501-03 & 542-43-; 

WATER HEATERS 
OR A GO PR. bc cis cick eid 510-5 
COMMON Gh, THE, THO oi ccc c sc eerieens 52° 
Duo-Therm Div., Motor Wheel Corp... ..517 
Be POREUEM GO. fics cavsesseeces 541-8 
Frigidaire Div., General Motors 

0 Sr rere 508-09-A 
General Electric Co. ......0005 535-36-37-A 
rer GD Creey Ge, .ocviciccvvcinens 515-B 
a Se ne ee ee 533-34-35-B 
Kelvinator Div., Nash-Kelvinator 

ee eee ee ere ree ee 513-14-15-A 
Renders, Trary G CWO boca cccccceses 547-B 
Leonard Div., Nash-Kelvinator 

DE: oxevrencsuawieesetsae 513-14-15-A 
Lindemann & Hoverson Co., A. J...17/42-43 
SONGTOON. WAIQ. GO ons ce cckceesesen 514-B 
Norge Div., Borg-Warner Corp. ...... 521-22 
er FO, GA isi i sisaccadecnsen 516-B 
Queen Stove Works, Inc. ........ 17/75-76 
Westinghouse Electric 

SO Sshen tig esas 501-03 & 542-43-B 


Merchandise Mart 


Name Space 
American Central Div., Avco Mfg. Co... 1476 
POR ROMER GOP. ik sy cice beware 1472 
gs a a rer 1454 
WEIN Fy GOs icc peste eae 1467 
a 1186 
Coseo Producis Com. ...ccicccesaes 1175 
COOP GN 66 Feri cd cesssriawes 11-107 
Crosley Div., Avco Mfg. Corp. ...... 1133 
Dearborn Stove Go, .nc.ccsscccccs 1490 


Deepfreeze Div, Motor Products Corp. 1447 


ME ME - ie enecniee che waaekese «-< 14-103 
Easy Washing Machine Corp. ...... 1464 
Eldredge Sewing Machine Co. ...... 1468 
Elgin Steel Kitchens .............. 1454 
Estate Heatrola Div., Noma Electric 

ME Si bear icalaswetvawaeess 1418 
Eureka Div., Eureka Williams Corp. .. 1161 
MI TN. cased see esieedions 11-112 
warmer, ORG, Bi Wa cccccssacascs 1419A 
Florence Steve Ce. cn. ccccccccsccs 1459 
Free Sewing Machine Co. .......... 1450 
General Electric Co. ic. ci cccicnnes 1127 
General Mills, Inc., Home Appl. Dept. 1453A 
Glascock Bros. Mfg. Co. .......... 1454 
gl. Gl 1553 
CE Ms, She sR eRe Oe Dee eee KO 1457 
Johnson & Son, Inc. S. C. ......006. 1158 
Jordon Refrigerator Co. .......... 14-101 
Kitchen Aid Div., Hobart Mfg. Co. .. 1492 
Knapp-Monarch Co. ..........0-5- 1483 
Landers, Frary & Clark ............ 1479 
LaSalle Lighting Prod., Inc., Heater Div. 1492 
SOONG, TOY So. vvessavcse ces zs. 1433A 
Manning Bowman & Co. .......... 1466 
a, Se 14-104 
Mare Were Geri occ ccccccescce 1411A 
WUE DATE. GEIB. occ cicccceccnees Wig 
Mumeeter GOs. GO. cic cceccvccocss 1125 
National Enameling & Stamping Co., 

RE WS avers iseesavedeaae cs 1422 
New Home Sewing Machine Co. .... 1450 
Noma ‘Electric Corp. ...........4.. 1418 
MEME SuG0e reed tandensaees 145] 
Peerless Mfg. Co. ...........0000- 1485 
Perfection Stove Co. .............. 1475 
Proctor Electric Co. ..........cc000. 1473 
Rasmussen, J. J. & Co. .........00. 1454 
Refrigeration Corp. of American .... 1°)8 
a ae rrr 1472 
PUNO CES icsisdvessawsaes 14-104 
a 1454/ 
Rutenber Electric Co. ............ 14-107 
Samson-United Corp. ............ 14-104 
Semtere & GO, BB. icc cccicscvnes 1405 
ee re 1188 
Sessions Clock Co., Inc. .......... 1409 
CE OE. Sees cesaennctcaxaweeas 14-10° 
Smith Mfg. Co., F. A. ........005: 1422 
Son-Chief Electrics, Inc. ........-- 1414 
MRUMIOROGN, 6400 2500045e0ueaee05e3 1163 
BG Os. a vacecesacccvssadesses 1422 
ee 111) 
SGN ORS Sniecssdcecessseensaves 1177 
Superior Electric Products Corp. ...  11-11¢ 
Swartzbaugh Mfg. Co. .......-+++> 1496 
Taylor Instruments Cos. .........- 11-106 
er 1440 
Toastmaster Products Div., 

McGraw Electric Co. .......00055 1455 
TOU: FO GN, ibid esctcecccoces 1143 
Varick Electric Mfg. Co., Inc. .... 11-116 
Waring Products Corp. ........++++ 1405 
WN GI, kc cic decrosacccaes 1123A 
Wiley Organization, Inc., Joseph H. 14-101 
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Units Supply 3,800 People 


Lynn Bright, Elliott-Lewis salesman, tries 
one of the coolers in the Pennsylvania 
Railroad office building annex. 

s ¢ # 


71 Oasis Water Coolers 
installed In R.R. Office 


PHILADELPHIA—tThe installation 
of 71 Oasis water coolers, with bub- 
blers and glass fillers, in the 32nd 
St. Annex of the Pennsylvania Rail- 
road’s general office building is an- 
nounced by Elliott-Lewis Corp., dis- 
tributor for The Ebco Mfg. Co. 

The Oasis coolers, which deliver an 
ample supply of cooled water for the 
3,800 occupants of the building, have 
the Ebco dial-action bubbler with 
automatic stream control and stream- 
lined cabinet. 


Davison Chemical Moves 
To New Baltimore Site 


BALTIMORE — On Monday, June 
20, The Davison Chemical Corp., 
opened for business at a new loca- 
tion in their home city. 

The Baltimore general offices and 
headquarters now occupy six floors 
in the newly renovated and air con- 
ditioned Davison Chemical Bldg.— 
Charles and Fayette Sts. The postal 
address, however, continues as The 
Davison Chemical Corp., Baltimore 3. 

The new building was purchased by 
Davison over three years ago, for a 
permanent home, but the corporation 
was unable to occupy until now be- 
cause of the shortage of materials 
necessary to its rehabilitation. 
Erected in 1898, The Davison Chemi- 
cal building is a 12-story structure 
located in the heart of Baltimore’s 
business district. Its total floor area 
is 50,000 sq. ft., of which Davison will 
occupy 25,000. 


Toronto Supermarket Uses 
Refrigeration In 3 Depts. 


TORONTO, Ont., Can.—A 100-ft. 
refrigerated, self-service meat counter 
is a feature of a new Loblaw super- 
market opened at 1630 Danforth. Re- 
frigeration also is used extensively 
in the frosted food and dairy depart- 
ments. 


LARKIN CEILING HUMI-TEMP 


Price is only one factor in the se- 
lection of any product—especially 
one that has so important a task as 


protecting valuable  perishables. 
Performance must come first. Qual- 
ity cannot be overlooked. Dura- 
bility is highly important. Larkin 
has all of these. And Larkin has 
low prices, too. Compare them and 
see for yourself how low they 
really are. 

For the latest Larkin price list, 
see your wholesaler. If you wish, 
write direct to us and we shall be 
glad to send you one. 


& 
Manufacturers of the original Cross-Fin 
oil — Humi-Temp Units — Evaporative 


and Air Cooled Condensers — Air 
Conditioning Units and Coils —Direct Ex- 
Pansion Water Coolers — Steel Vacuum 
Plate Coils — Heat Exchangers. 


WATCHDOG OF THE NATION’S FOOD SUPPLY 


LARKIN CHILE 


519 MEMORIAL DR.,S.E. » ATLANTA, GA. - 
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$5,000 Commercial Equipment 
Packed In Small Space Helps 
Drive-In Do Big Business 


PHOENIX, Ariz. — More than 
$5,000 worth of refrigerated equip- 
ment ha§ been packed into the new 
Three Palms Drive In_ recently 
opened at 4401 N. 7th Ave. here, ac- 
cording to owners Lloyd Almond and 
Ross Cole. 

The small 46 by 60-ft. irregularly 
shaped building has a total floor 
space of only 1,340 sq. ft., they said, 
and therefore required a particularly 
space saving type of refrigeration 
equipment. 

Feature of the installation is a 
“Mighty Midget” soda fountain and 
drink dispenser made by the H & H 
Mfg. Co. here. This fountain is 
equipped with a four-way dispenser 
head, permitting four different va- 
rieties of drinks to be drawn from 
the same head. 

Other refrigerated equipment, also 
installed by Kermit D. Huffman, gen- 
eral manager of H & H, includes a 
50-gal. Linden ice cream freezer, a 


6 by 6-ft. walk-in refrigerator, a 
45-cu. ft. Sherer-Gillett fixture, and 
a second soda fountain with a 6-ft. 
bar. 

An evaporative cooler installed on 


the roof of the drive-in feeds 
cooled air into an overhead duct 
system. 


BISHOP GETS TYPHOON 
POST AT MAINTAIN 


BOSTON—Paul R. Bishop of Bos- 
ton has been appointed sales manager 
in charge of the Typhoon Air Con- 
ditioning Div. of 
the Maintain Store 
Engineering . Serv- 
ice here, designer, 
manufacturer, and 
distributor of com- 
plete store equip- 
ment. 

Bishop, treasur- 
er of the Bishop- 
Lee Theater School 
on Beacon Hill, 
was formerly gen- 
eral sales man- 
ager of the Kimberly-Clark Rug Div. 
of The City Fuel Co. 


Paul R. Bishop 


ACRMA Section Issues 
Data on Dimensions 
Of Ice Cream Freezers 


WASHINGTON, D. C. — Principal 
manufacturers of ice cream cabinets 
have released a summary of over-all 
dimensions, in inches, of 1949 ‘“con- 
ventional-type” cabinet models, the 
Ice Cream Cabinet Section of the 
Air Conditioning and Refrigerating 
Machinery Association announced 
from its headquarters in the South- 
ern building here. 


Copies of the summary, which 
covers both self-contained and remote 
models, are being sent to the refrig- 
eration service departments of al- 
most 5,000 manufacturers of ice 
cream throughout the country. 


Buyers of ice cream cabinets will 
find the summary of particular value 
in selecting equipment for use in lo- 
cations where space limitation is a 
major consideration, ACRMA said. 
Cabinet manufacturers affiliated with 
ACRMA plan to publish a similar 
dimension compilation each year. 


Chicago ASRE Plans 
Golf Tourney July 14 


CHICAGO—The Chicago section of 
the American Society of Refrigerat- 
ing Engineers will hold its fifth an- 
nual golf tournament on Thursday, 
July 14, C. L. Eichstaedt, secretary, 
has announced. 

The tournament will be staged at 
the Westward Ho Country Club at 
Stone Park, Ill. Golfing starts at 
noon and will be followed by dinner 
at 6:30 p.m. Golf and dinner will cost 
$7, dinner alone $5. Visitors are wel- 
come. 


Roadway Express Awards Office 
Air Conditioning Contracts 


CHARLOTTE, N. C.—Page Air 
Conditioning Co., Atando Ave., fea- 
turing Worthington year-round air 
conditioning equipment, has the con- 
tract for air conditioning the modern 
suite of offices occupied by Roadway 
Express, Inc., in its spacious new 
terminal building located at 524 
Atando. 
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Servel hermetically sealed Supermetic units are available in 
all sizes from “% HP through 3 HP. Also available is a full 
line of belt-driven units built around Servel “Superpact”’ 
compressors for direct current, odd frequency, and mobile 


refrigeration applications. 


Servel Supermetic Features 
That Build Sales Profits 


@ Compact—Simple to Install 
@ “Pull-Out” Rail Edge Base 
@ Fully Wired 

@ No Oil “Slugging” 

@ Forced-Feed Lubrication 

@ No Belts—No Seals 


@ Low and Medium Temperature 
Models—% HP thru 3 HP 


You get more than a 
condensing unit when you buy 
a Serve! Supermetic 


You can’t lose on this Servel deal! 


ville 20, Indiana. 


a’) 


» 


Your “ace-in-the-hole” is Servel’s refrigeration experience. With it your 
product is a “royal flush” in anyone’s language. Servel’s policy of helping its 
customers with applications engineering, research, market distribution and 
a sound service set-up can help you build a better product and help you sell 
more quality equipment. 
Servel’s customers are using these services today, and it’s paying off in 
increased profits, better-quality merchandise and improved service. 


This service is available to you as a customer at no extra cost. Servel’s 
modern refrigeration testing facilities are at your disposal along with the 
assistance of sales and service experts who will help you plan your marketing 
program. Servel can be your refrigeration compressor division. 
If we can help you, just write, wire or phone Servel, Inc., 
Electric Refrigeration Division, 2906 Kentucky Avenue, Evans- 


YSUPERMETIC 


for every commercial 
refrigeration requirement 


Servel also manufactures the Servel Gas Refrigerator, Servel Ball-Type Gas Water Heater and the Servel A//- Year Air Conditioner. 
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Most Cost Items for Dealers Move Upward, NARDA Reports; 
leeDA Sees Need for Pre-War Margins To Preserve Net Profit 


CHICAGO — “More business with 
less profit.” 

That’s the story of the average 
appliance-radio dealer’s performance 
in 1948, according to the third an- 
nual cost-of-doing-business survey 
conducted by the National Appliance 
& Radio Dealers Association 
(NARDA). 

Likewise, cost ratio study No. 5 
conducted by the Inland Empire Elec- 
trical Dealers Association (IEEDA), 
Spokane, Wash., revealed a “pro- 
nounced drop” last year in average 
net profit before taxes. 

An analysis of returns from a 
nation-wide sample of NARDA mem- 
bers participating in that associa- 
tion’s study indicates that total dollar 
sales in 1948 were 12% above 1947. 
This compares with a gain of 43% in 
1947 over 1946. 

Richard E. Snyder, NARDA mar- 
keting analyst who conducted the 
survey, pointed out that appliance- 
radio dealers’ sales “suffered rela- 
tively more of a shrinkage than was 
true of retail trade generally, al- 
though their 1948 gain of 12% was 
slightly better than the over-all 
average.” 

Sales increases for 1948 were 
shown by 66% of all participating 
dealers, while the remaining 34% 
showed sales decreases from 1947. In 
1947, only 5% of reporting dealers 
showed sales decreases from 1946. 

Actual dollar profits of all report- 
ing dealers declined 24% in 1948 
from 1947. Net profits were shown 
by 86% and net losses by the remain- 
ing 14%. Losses ranged from insigni- 


Table 1—Appliance Sales Breakdown by Product Type 
NARDA Figures 


Appliance 
Total 
Refrigerator 
Washing Machines 


Ee eres eee eee eee 
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Television 
Freezers 
TIroners 


Other Major Appliances ........ 
All Small Appliances .......... 
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Per Cent of Total Sales 


1948 1947 1946 
-- 100.0 100.0 100.0 
-. 28.6 24.0 19.0 
.. 16.9 18.0 16.0 
o- em 13.0 12.0 
ee 7.8 17.0 17.0 
¥ 1.4 3.0 3.0 
-- 83.1 25.0 33.0 
vs 4.4 
oe 2.5 
oe 2.0 
a 1.6 
.. 15.8 
oe 6.8 


ficant to amounts equal to 12% of net 
sales. 

A breakdown of the average 
dealer’s operating cost and profit 
ratios for 1948, 1947, and 1946 (see 
Table 3), based on the NARDA cost- 
of-doing-business surveys for each of 
those years, discloses that net operat- 
ing profit (obtained by deducting 
total operating costs from gross 
margin) declined to $4.60 for every 
$100 in net sales made in 1948, from 
$6.80 in 1947, and $8.50 in 1946. 

“Percentagewise, this represented 
a drop of nearly 46% in the profit 
ratio between 1946 and 1948. 

“Confronted with this trend, 
dealers must again subject their 
sales and promotion policies to cri- 
tical examination and study with in- 
creased care and frequently all possi- 
ble means of bringing operating 


costs under stricter control.” 

The IEEDA study showed that 
operating expenses and profits of In- 
land Empire electrical dealers in 1948 
carried further the trends discovered 
in previous association surveys. 

“Total selling expense increased by 
the same amount (1.9 percentage 
points) in 1948 as it did in 1947,” a 
report on the study said. ‘“Adminis- 
trative and general expense increased 
more rapidly in 1948. Occupancy ex- 
pense remained the same as in 1947, 
since it is a fixed item dollarwise and 
sales volume in 1948 was close to 
1947 volume. 

“The only major factor which did 
not change in 1948 consistent with 
trends established in 1947 was cost 
of goods sold. The 1948 average cost 
of goods of 71% was nearly the same 
as the 1947 average and still more 
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NEW COMPACT 
HERMETIC MOTOR COMPRESSOR 


Yes, it is a neat package—and a neat answer to the problem 


of limited space applications. 


It’s the new Tecumseh single cylinder, 1/10th horsepower 


Hermetic. Compact . . . just 9°4” in diameter by 51%” thick. 


Think of the possibilities! Consider the increased food storage 


space made available with no increase in cabinet dimensions! 


Yet the New Tecumseh Hermetic brings you all the out- 


standing features of the larger Tecumseh models. Internal 


spring mountings for smooth, quiet, vibrationless operation. 


Positive forced-feed lubrication to bearing surfaces and 


cylinder walls. And many other big Tecumseh features that 


assure a long life of trouble-free performance. 


Ideal for apartment, midget and regular domestic refriger- 


ators, water coolers, beverage coolers and vendors, biological 


cabinets, and other applications where space is at a premium. 
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CRisfrain =A TECUMSEH PRODUCTS COMPANY 


Tecumseh, Michigan 


EXPORT DEPARTMENT: 2111 WOODWARD AVE., DETROIT 1, MICHIGAN 


Holds largest 
independent producer 
of Compressors and 

Condensing Unibs 
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than six percentage points higher 
than the 1939 average. 

“The continuation of the abnor- 
mally high level of cost of goods, 
coupled with necessary increases in 
selling and overhead expenses, re- 
sulted in a pronounced drop in aver- 
age net profit before taxes from 
10.2% to 5.3%, the first such drop 
since the war. Net profit after in- 
come tax, therefore, would average 
from 3.8% to 4.2%.” 

The NARDA report contained the 
following commentary on the specific 
year-to-year changes in the various 
operating ratios presented in Table 3: 

“Net Sales. This is the ‘kitty’ from 
which all expenses are paid and pro- 
fits, if any, derived. Totals for all 
other elements in the expense and 
profit schedule are expressed as per- 
centages of the net sales total which, 
for purposes of this type of analysis, 
is represented by the base figure 
i 

“Cost of goods sold. This element 
is defined as ‘inventory at cost as of 
January 1, 1948, plus all purchases at 
cost during 1948, minus inventory at 
cost as of Dec. 31, 1948,’ and includes 
costs of merchandise, as well as 
costs of service parts and supplies. 


Cost of Goods Sold Rises 


“In 1948, the cost of goods sold by 
the average NARDA dealer amounted 
to 68.7% of net sales. An easy way 
to interpret this ratio and the other 
ratios referred to in this report is 
to think of each in terms of so many 
dollar and/or cents out of every 
$100 of net sales. 

“Thus, the ratio of 68.7% of net 
sales which reflects the cost of goods 
sold in 1948 may be construed as 
$68.70 per $100 of net sales. This 
compares with $67.00 in 1947 and 
$66.10 in 1946... . 

“This suggests that if there was 
any downturn in the trend of whole- 
sale prices for appliances in 1948, the 
average dealer did not feel its effect 
soon enough to avoid an increase in 
his cost of goods sold for the year. 

“Gross Margin. The difference be- 
tween net sales and cost of goods 
sold is gross margin, or ‘gross profit.’ 
In 1948, the average NARDA dealer’s 
gross margin amounted to $31.30 per 


- $100 of net sales, against $33.00 in 


1947 and $33.90 in 1946. Looked at 
percentagewise, this was a decline of 
a little more than 8% in the 2 years. 

“Total Operating Costs. Aggregate 
operating costs for the average 
NARDA dealer amounted to $26.70 
per $100 of net sales in 1948, com- 
pared to $26.20 in 1947 and $25.40 
in 1066. . s. 

“Administrative Costs. Total ad- 
ministrative costs for the average 
NARDA dealer amounted to $18.60 
per $100 on net sales in 1948, com- 
pared to $18.20 in 1947 and $18.00 
in 1946. Six separate elements of such 
costs were isolated ... as follows: 

“(1) Owners’ and/or Managers’ 
Salaries. The average NARDA deal- 
er’s expenditure for this account in 
1948 was $3.50 for every $100 of net 
sales. In interpreting (this) 
‘average’ ... it should be understood 
that some dealers draw against pro- 
fits rather than pay themselves sa- 
laries and it was not possible to make 
complete adjustment for this... . 

“(2) Office Salaries. This item of 
expense in 1948 averaged $1.80 per 
$100 of net sales. ... 

“(3) Salesmen’s Pay. This expense 
averaged $u.50 for every $100 in net 
sales in 1948, compared to $4.80 in 
both 1947 and 1946. This change 
probably reflects intensification of 
selling effort (more salesmen) in the 
face of heightened competition, as 
well as some pay raises. 

“(4) Servicemen’s Wages and Ex- 
penses. This expense increased to an 
average of $4.70 per $100 in net sales 
in 1948 from $4.10 in 1947 and $3.30 
in 1946. This result appears traceable 
to the increased number of trade-ins, 


Table 2—Percent of Total Sales 
Of Each Item Involving a 
Trade-In 


NARDA Figures 
Trade-In % of Total Sales 


Appliance 1948 1947 1946 
Refrigerators ... 18 11 3 
Washing Machines 27 19 4 
FROMMOE 25 ccc. 16 9 2 
Vacuum Cleaners 22 26 10 
Evidence gathered from trade 


sources indicates that the monthly 
rate of trade-ins was increasing 
sharply during the closing months 
of 1948. 


increasing numbers and _ intricacies 
of certain types of installations, and 
a rising rate of mechanical break- 
downs in new as well as old appli- 
ances. 

“(5) Delivery Expense. This ex- 
pense required an average of $1.7( 
per $100 of net sales in 1948. . 

“(6) Other Administrative Ex 
penses. This expense classification in- 
cludes office supplies, collection costs, 
travel, entertainment, etc. It required 
$1.40 per $100 of the average dealer’s 
net sales in 1948.... 

“Occupancy Expense. This covers 
rent, heat, light, janitor service, etc., 
and, in the case of building owners, 
also such items as property taxes 
and insurance, repairs, mortgage in- 
terest, and depreciation. 


Occupancy Expenses Down 


“In 1948, the average NARDA 
dealer expended $2.80 for occupancy 
out of every $100 received in net 
sales. This represented a decline from 
the 1947 ratio of $3.00 and even more 
of a decline from the 1946 ratio of 
$3.70. 

“Publicity Expense. This includes 
newspaper, direct mail (with print- 
ing and postage), billboards, radio, 
and window trimming expenditures. 
The average NARDA dealer paid out 
$2.60 for publicity for every $100 net 
sales made in 1948, against $2.10 in 
1947 and $1.90 in 1946.... 

“Bad Debt Losses. Receivables 
classed as uncollectible and/or re- 
serves set up to cover losses in 1948 
required 20 cents of each $100 in net 
sales. ... This ratio was unchanged 
from the 1947 figure... . 

“All Other Expenses. These include 
all taxes, except on owned real es- 
tate (covered under ‘Occupancy Ex- 
pense’), insurance on stock and fix- 
tures, and any other expenses not 
previously designated. The average 
NARDA dealer paid out $2.50 for 
these expenses for every $100 of net 
sales in 1948, compared to $2.70 in 
: re 

Among other breakdowns was one 
on appliance sales by product type 
(see Table 1) and one on the percent 
of total sales of each item involving 
a trade-in (see Table 2). 

Table 1 shows that refrigerator 
sales in 1948 accounted for 29% of 
the total appliance dollar sales re- 
ported by NARDA dealers. This com- 
pares with 24% in 1947 and 19% in 
1946. 

Washing machines were again 
second in 1948, with 17% of total 
sales, about the same as in the pre- 
vious two years. Ranges accounted 
for 12% of reported sales in 1948, 
thus holding about even with 1947 
and 1946. 

‘This performance put ranges in 
third place, displacing radios, whic. 
dropped from 17% of total sales in 
both 1947 and 1946 to only 8% in 
1948. Vacuum cleaners also took 
relatively sharp drop in sales po 
tion, accounting for only 14% ! 
the total in 1948, against 3% in bi 1 
1947 and 1946. 

For the first time, the sur 
showed special breakdowns of do! 
sales of television sets, freeze 
ironers, and dishwashers. The 1! 


(Concluded on next page) 


Table 3—National Operating Cost and Profit Ratios 


NARDA Figures 


National Averages 


Line Item 1948 1947 19°. 
Be ” 6s.vn nonce 6ebbbsncesebeedadanseca 100.0 100.0 100. 
2. Cost of goods soldf ...........cccecceeceess 68.7 67.0 66 
3. Gross margin (Line 1 minus Line 2) ....... 31.3 33.0 33 
4. Total operating costs (A thru E) ........... 26.7 26.2 25 
Ps, ED i 06k kh inbadvccoraceees 18.6 18.2 18.' 
(1) Owners’ and/or managers’ salaries .. 3.5 NS Ns 
Ce. EY cit cencdeeddndeeeae<s 1.8 NS Ns 
(3) Salesmen’s pay ...........ccceeeee, 5.5 4.8 4.° 
(4) Servicemen’s wages and expenses .. 4.7 4.1 3 
(5) Delivery expense .................. 1.9 NS N‘ 
(6) Other administrative expense ...... 1.4 NS Né 
B. OccupAncy GXPense .......cccccccccsces 2.8 3.0 3. 
C. PURMCIY GHPGMSED 2... ecnccccccceccces 2.6 2.1 1.! 
Bh Se Ge BD bn i cdcndscccecosscnesss 0.2 0.2 s 
E. All other expenses ..............0..0005 2.5 2.7 U1.& 
5. Net operating profit (Line 3 minus Line 4) . 4.6 6.8 8.6 


*Includes revenue from service. 


tIncludes cost of service parts and sup- 


plies. NS: Not segregated in 1947 and 1946 survey schedules. 
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Rise Noted In Ratio Between Cost of Doing 
Business and Profit over Previous Years 


(Concluded from preceding page) 
figures for these products show that 
television accounted for 4.4%, freez- 
ers 2.5%, ironers 2%, and dish- 
washers 1.6% of total sales, putting 
all four ahead of vacuum cleaners, 
percentagewise. 


Trade-In Ratio Up 


The 1948 figures in Table 2 indi- 
cate, NARDA noted, “that further 
sharp rises in the ratios of trade-ins 
to sales of refrigerators, washing 
machines, and ranges were experi- 
enced by the reporting dealers, thus 
continuing the trend established be- 
tween 1946 and 1947. Sales of 
vacuum cleaners, however, were ac- 
companied by trade-ins in only 22% 
of the transactions in 1948, by com- 
parison with a 1947 ratio of 26%.” 

The analysis of the survey also 
contained a special tabulation show- 
ing the 1948 NARDA survey ratios 
(national averages) applying to “cost 
of goods sold” and “gross margin” 
after the deduction of service revenue 
from net sales and cost of service 
parts and supplies from cost of goods 
sold. Adjusted figures from the 1947 
survey are also shown for purposes 
of comparison. 

“By a similar treatment of his own 
figures, any dealer whose servicing 
operations are included in net sales 
and cost of goods sold can determine 
the net effect of such operations upon 
his gross margin,” NARDA pointed 
out. 

“Adjusted gross margin ratios, re- 
flecting merchandising operations 
only, may prove of great importance 
in dealings involving the question of 
trade discounts.” 

The tabulation follows: 


NATIONAL AVERAGES AFTER 
EXCLUSION OF SERVICE 


ELEMENTS 

Item 1948 1947 
Net sales (merchandise 

> 2 eae 100.0 100.0 
Cost of goods sold 

(merchandise only) 70.2 67.8 
Gross margin on 

merchandise only .. 29.8 32.2 
Gross margin before 

exclusion of service 

elements (from 

(; ) rae 31.3 33.0 


“As the above analysis shows,” 
NARDA commented, “the ‘official’ 
1948 gross margin ratio of 313... 
was ‘inflated’ by 1.5 points due to 
the inclusion of the service factors in 
net sales and cost of goods sold, 
while the ‘official’ 1947 gross margin 
ratio of 33.0 was ‘inflated’ by only 
0.8 point. 

“Further testimony to the grow- 
ing importance of servicing during 
1948 is given by the fact that nearly 
73% of the dealers reporting in the 
1948 survey indicated some service 
activity, as against 45% ... in the 
1947 survey. .. .” 

Separate analysis of operating 
cost and profit ratios for NARDA 
dealers in four specific sales volume 
classifications were included in all 
three surveys to date. The groups 
analyzed are: 

Group A—dealers with net sales 
above $250,000; group B, those with 
net sales between $150,000 and $250,- 


000; group C, those with net sales 
between $75,000 and $150,000; group 
D, those with net sales below $75,000. 

There was a wide variation in the 
degree of change in dollar sales and 
dollar profits from 1947 to 1948 for 
these dealer groups, as is indicated 
by the figures below: 


% Change In % Change In 
Dollar Sales Dollar Profits 


Group 1948/1947 1948/1947 
| ee +20.8 —26.0 
_ ae oer ere — 1.8 —25.1 
SS csenidis + 3.9 —17.9 
Be wittinnaae + 6.4 —10.0 


“In general it can be said that 
the two groups of larger-sized deal- 
ers (A and B), by averaging rela- 
tively lower in costs of goods sold 
(with accompanying higher gross 
margins), were able to show higher 
net profit ratios than the smaller 
dealers, despite the fact that operat- 
ing costs of the latter were lower.” 
NARDA said. 

Illustrative of the adverse 1948 
operating results experienced by 14% 
of the NARDA dealers who partici- 
pated in the survey is a brief analysis 
(see Table 4) showing comparisons 
of the 1948 and 1947 performances 
of four dealers who lost money last 
year. The four cases were selected 
at random, one from each of the 
dealer size groups. 

Also included in the NARDA study 
is an analysis by geographical divi- 
sion. 

The analysis of the study (see 
Table 5) conducted by the Inland 
Empire Electrical Dealers Associa- 
tion pointed out that the increase in 
1948 selling expense was “an entirely 
logical and expected occurrence. 

“Advertising and promotional ex- 
pense reached a level identical to the 
1939 average. .. . Cost of salesmen 
increased nearly one percentage point 
(an increase of 24%) but was still 
more than three percentage points 
short of the 1939 average. 

“The difference in the rate of in- 
crease between cost of salesmen and 
promotional expense probably can be 
credited to the fact that 1948 was 
predominantly a promotional year 
rather than a selling year... . 

“The advertising and promotional 
ratio probably reached its peak by 
the third or fourth quarter of 1948, 
but cost of salesmen can be expected 
to increase until all adjustments to 
the buyer’s market are completed.... 

“Cost of providing guaranteed 
service was studied for the first time 
in the 1948 survey. ... The average 
guaranteed service expense of those 
reporting the item amounted to 1.5% 
of net sales. 

“Administrative and general ex- 
pense increased nearly as much in 
1948 as total selling expense. Al- 
though administrative expenditures 
are ‘unproductive,’ . . . some increase 
in this item was inevitable. Higher 
wages, increased cost of supplies, 
higher insurance rates, increased col- 
lection expenses, and other higher 
costs in 1948 naturally raised the 
administrative expense ratio. ... 

“The average ratio for proprietors’ 
salaries shows an increase in 1948 
but this can be credited to wider 
adoption of the practice of paying 
fixed salaries to owners rather than 


Table 5—Operating Ratios of Inland Empire Appliance and 
Radio Dealers 


IEEDA Figures 


Change 
Average Percentage of 1946 1947 
Net Sales During Year— to to 
Item 1939* 1946+ 19477 19487 1947 1948 
> WME vonsnenesasas 100.0% 100.0% 100.0% 100.0% 
II. Cost of Goods Sold.... 64.9 72.9 70.5 71.0 —2.4 +0.5 
(Gross Margin) ..... (35.9) (27.1) (29.5) (29.0) (42.4) (—0.5) 
III. Operating Expenses: 
A. Administrative and 
Co. ) 6.1 7.8 ) +1.7 
B. Proprietors’ Salaries )12.1 ) 88 3.4 4.4 )+0.7 +1.0 
C. Selling Expenses: 
1. Salesmen ....... 7.7 3.1 3.7 4.6 +0.6 +0.9 
(Average of reports 
listing cost of 
salesmen) .......... (4.3) (5.8) 
2. Advertising and 
Promotion ...... 2.6 0.8 1.8 2.3 +1.0 +0.5 
3. Other Selling 
Expenses ....... 3.7 0.9 1.2 1.7 +0.3 +0.5 
Total Selling Expense. 14.0 4.8 6.7 8.6 +1.9 +19 
D. Occupancy Expense 3.5 3.4 2.0 2.0 —1.4 si 
E. Other Operating 
Expense .......... 3.5 0.1 1.1 0.9 +1.0 —0.2 
Total Operating Expense .... 33.1 17.1 19.3 23.7 +2.2 +4.4 
IV. Net Profit ............ 2.0 10.0 10.2 5.3 +0.2 —4.9 


“From a study of 24 U. S. electrical stores—Electrical Merchandising, 


September, 
Association. 


1940. 


*Cost Ratio Studies, 


Inland Empire Electrical Dealers 


Table 4—Individual Dealer Ratios—4 Random Cases 
NARDA Figures __ 


Dealer X(B) Dealer Y(C) Dealer Z(D) 
1948 1947 1948 1947 1948 1947 
100.0 100.0 100.0 100.0 100.0 100.0 
68.4 68.1 74.9 760 80.2 69.6 
31.6 31.9 25.1 240 19.8 30.4 
33.8 30.2 25.2 17.8 20.2 #£21.0 
23.7 232 101 31238 119 144 


26 18 39 34 39 43 
42 38 15 19 19 O08 
32 24 OF O2 15 05 
17 —01 62 


Dealer W(A) 

Item 1948 1947 
PUGS GRNOD cs ccccees 100.0 100.0 
Cost of goods sold .. 64.3 66.4 
Gross margin ....... 35.7 33.6 
Total operating costs 43.4 33.7 

Administrative ... 27.3 23.0 

Occupancy ....... 6.1 4.7 

re 4.4 2.9 

De GOO occas és 

REMOP 6565 5th taces 5.6 3.1 
Net operating profit. —7.7 —0.1 
to actual increases in individual 
salaries. 


“The average ratio for proprietors’ 
salaries on reports listing such sala- 
ries as expense items actually de- 
creased to 5.9% in 1948 from 7.3% 
in 1947.” 

As for the future outlook, it was 
observed that projection of trends 
into 1949 and future years indicates 
several important possibilities: 

“Unless operating margins are in- 
creased to proportions comparable to 
pre-war margins, it seems inevitable 
that net profit will be virtually elimi- 
nated. Undoubtedly, 1949 will see an 
increase in cost of salesmen. 

“It can be expected that this ratio 
will soon approach the 7.7% pre-war 
figure. Although the promotional 
ratio has reached its pre-war level 
and may go no higher, anticipated 
increases in cost of salesmen will 
raise total selling expense materially. 

“Further increases in overhead ex- 
pense ratios also seem _ inevitable. 


Increases in collection expenses and 
other items directly related to a 
buyer’s market probably will offset 
any savings resulting from lower 
prices for supplies and services. 

“Even if administrative and gen- 
eral expense, occupancy expense, and 
other overhead items remain the 
same dollarwise, any declines in unit 
volume or in selling prices will in- 
crease these fixed items percentage- 
wise—at the rate of 1.6 percentage 
points for every 10% decrease in 
dollar volume.” 

The concluding section of the 
analysis noted that “naturally, an 
adequate net profit is essential to the 
sustained operation of any business. 

“Income taxes consume from 21% 
to 38% of the net profit. Before the 
owners can be paid for the use of 
their capital, additional amounts 
must be set aside as working capital 
to carry inventories, which undoubt- 
edly will have to increase, to improve 
physical facilities, to carry higher 


accounts receivable, and, in some 
cases, to carry instalment paper. 

“1948's average net profit of 5.3% 
seems barely sufficient (3.3% to 4.3% 
after income tax).” 

Several steps obviously are in 
order to prevent current trends from 
reaching a dangerous stage, IEEDA 
stressed. 


Steps Suggested 


First and most essential, the asso- 
ciation said, cost of goods sold must 
be reduced by manufacturers through 
substantially increased retail dis- 
counts and price protection on more 
goods, and by dealers through: 

1. Increased turnover’ brought 
about by sounder buying and mer- 
chandising, thus reducing the need 
for clearances and price cuts. 

2. More cautious trade-in policies 
permitting profitable resale of traded- 
in articles. 

3. Discounting payments to whole- 
salers regularly. 

“Second,” IKEDA continued, ‘“over- 
head expenditures must be reviewed 
frequently in terms of both long and 
short-range effect and must be vigi- 
lantly controlled at a level consistent 
with good management. 

“Third, selling expenditures must 
be reviewed regularly in a constant 
attempt to achieve maximum return 
at all times for expenses incurred. 

“Fourth, sound controls must be 
established to reduce to a minimum 
‘leakage’ and unbudgeted expenses 
from credit losses, excessive returns, 
disproportionate cost of guaranteed 
service, theft, damages, etc.” 
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--- that you have the 
most practical design ? 


A SAMPLE MAKING Depart- 
ment has just been established. 
Experts in shelf making can take 
your latest drawings and assem- 
ble actual full sized samples for 
your consideration. 


«93 CLINTON st. 


Make sure! 
Titchener’s wire forming special- 
ists can make your shelves better, faster, cheaper. Send 
sample or print for analysis and recommendation. No 


..that your wire shelves 
are low cost? 


Learn whether 


charge or obligation, of course. 


every possibility ? 


--- that you’ve considered 


Be sure—consult Titchener, 
wire forming specialists for 63 
years. Ask for: (1) expert analysis of 
your problem and cost-saving suggestions; 
(2) more information on Sample Making serv- 

ice; (3) free sample of lustre-zinc plating. 


.-.. that your product has 
maximum sales appeal ? 


New lustre-zinc plating as applied by 
Titchener is better three ways. It’s brighter 
than chrome... three times more enduring 
... one-third as costly. See for yourself— 
send for free sample. 


Headquarters 


TODAY. 


ENER « co. 


B INGHAMTO N, N.Y. 
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H. Roehm To Manage Cory’s 
District Office In Dallas 


CHICAGO—Cory Corp. has just 
announced the opening of an addi- 
tional district sales office in Dallas 
to supervise the sales of all Cory 
products through the three states 
of Texas, Oklahoma, and New 
Mexico. 

The district operation will be 
headed by Harry Roehm who joined 
Cory in 1947 and who was at that 
time active in the New York metro- 
politan area. Since then, Roehm has 
served as Cory territory manager in 
the Kansas City area. 


New Hamilton Drier Outlet 


TWO RIVERS, Wis.—Midland Im- 
plement Co., Inc., Billings, Montana, 
and Haggart’s Service, Inc., Fargo, 
N. D., are newly-appointed distribu- 
tors for Hamilton automatic clothes 
dryers, according to an announce- 
ment by Charles H. Rippe, sales di- 
rector, Home Appliances Div., Hamil- 
ton Mfg. Co. 


Bromberg’s Appl. Dept. 
Features Pastel Walls 


BIRMINGHAM, Ala.—Rich color, 
in which “white goods” stand out 
sharply, is the outstanding feature 
of the new appliance department re- 
cently completed at Bromberg’s de- 
partment store here, which was 
completed in mid-May. 

The department consists of com- 
pletely individualized sections for 
ranges, refrigerators, washing ma- 
chines, radios, small appliances, and 
home freezers. 

At the right-rear are two complete 
package electric kitchens, in which 
the store will specialize for the 
future, with its own installation crew, 
and outside sales organization, ac- 
cording to John L. Bumpus, buyer of 
the department. 

Instead of the usual “all-white” 
atmosphere, the department walls 
are done in rich deep pastel tones 
ranging through several shades of 
green, contrasted with a soft gray 
taupe, deep pile carpet, it is pointed 
out. 
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FOR SALE 


OR LEASE 


Modern, complete Cold Storage Plant. Located in Carlsbad, 
New Mexico, with four room, modern apartment attached. 
All YORK Freon equipment throughout. Size 60 x 160 ft. 


J. R. Hughes Named Regional 
Manager for Admiral Corp. 


CHICAGO — W. C. Johnson, vice 
president in charge of sales of Ad- 
miral Corp. has announced the ap- 
pointment of John R. Hughes as 
regional manager. 

Hughes was formerly employed by 
Philco Corp. as regional sales man- 
ager, and more recently associated 
with Capehart-Farnsworth Corp. 


Toronto Store Opens 


TORONTO, Ont., Can. — Falling- 
brook Furniture and Appliances Ltd. 
has been opened at 1232 Kingston Rd. 


McGehee Service Moves 


MCGEHEE, Ark.— McGehee Re- 
frigeration Service, owned and oper- 
ated by Purvis R. Moak, has moved 
into its new location at 210 South 
First St. 


Buffalo Firm Files Name 


BUFFALO—A business name has 
been filed in the Erie County clerk’s 
office for the Family Washing Ma- 
chine & Electric Appliance Co., 
Buffalo, by Everett F. Pataillot and 
Elonora B. Lehner. The firm will be 
located at 1044 Genesee St. 


Ritter Heads Appliance 
Div. of Capital Paper Co. 


INDIANAPOLIS—Floyd Ritter has 
been appointed sales and general 
manager of the appliance division of 
Capital Paper Co., appliance distribu- 
tors here. 

Ritter has spent 5 years with the 
organization. He gained retail ap- 
pliance experience at the L. S. Ayres 
Department Store. 

Ritter is reportedly one of the 
youngest appliance executives in this 
area. 

Capital Paper Co. distributes Cros- 
ley, Thor, and other appliances. 


Dealer Lets Customer Apply Price of Used Refrigerator 
On Any Other Purchase If Old Box Is Not Satisfactory 


DENVER — Fast turnover on 
traded-in refrigerators plus a rather 
unusual guarantee of the boxes has 
paved the way for a record refrig- 
erator sales volume at Gamble’s, 
Bayaud and Broadway Sts. here. 

Gamble’s sells its traded-in refrig- 
erators on an “as is” basis, accord- 
ing to manager Ken Bean, and “they 
move out within a few hours, two 
days at most, after going on dis- 
play.” 

The store offers only a 30-day guar- 


MTT — 


Truck level docks on both sides. 


For Complete Details contact 
S. D. CAPLAN, MANAGER 


P. O. Box 96 
Ph 5-5995 


STANDARD OUTLET COMPANY 
Kearns, Utah 


antee when an examination of the 
unit indicates that there is nothing 
wrong with it. 

“We'd prefer to guarantee them 
all, of course,” Bean declared, “and 
eventually will set up a shop which 
can make complete repairs on any- 
thing but hermetically sealed units. 
But we can’t risk it currently.” 
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UNLESS IT HAS FIBERGLAS” INSULATION 


{ond, by the way, the better refrigerators have} 


ne Co) 


ny 
onstration that has heen performed many 
insulated with Fiberglas . - « 


‘This is an actual dem ! 
times with standard refrigerators | 

eA standard refrigerator door 
faced with clear plastic s© you 

~e the insulation .» - 

aaah inore than 150,000 times 

by a special door-slam machine +e 
“e And the Fiberglas Insulation re-_ 

£ , ? 7 
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his messare willbe 
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otherni-e fullrate telegram 
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K..prove io!" 
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One of the national magazines slated to carry the 
Fiberglas* Insulation ad, shown at the left, wanted 
to check this statement: 

“Slammed more than 150,000 times by a special 
door-slam machine . . . and the Fiberglas Insulation 
remains unaffected. Not the slightest sign of settling 
or breaking down.” 


~The wire shown below was immediately dispatched 


as preliminary evidence. 
This amazing proof of durability is another reason 
why Fiberglas Insulation is a swell feature to have... 
a swell feature to sell. 
Owens-Corning Fiberglas Corporation, Dept. 848, 
Toledo 1, Ohio. In Canada: Fiberglas Canada Limited, 
Toronto, Ontario. 


of service desired; 
* his message will be 
t the full rate 
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Customer confidence is gained, 
however, by telling the used refrig- 
erator purchaser that Gamble’s will 
allow him his full purchase price 
toward a new refrigerator if any- 
thing goes wrong with the used box. 

“In this way, the customer can’t 
lose,” Bean pointed out, “In fact, we 
will allow him the full amount of the 
original purchase on another trade-in 
later on, if it proves that the original 
investment was a bad one. A lot of 
sales which were hanging fire be- 
fore this offer was made have been 
clinched.” - 

Bean, who was a district manager 
for Gamble Skogmo, before settling 
down to a management of the Denver 
outlet, reports himself amazed at the 
ability of the trade-in market to 
soak up worthwhile used refrigera- 
toys. 

“Some of the salesmen have made 
what seem like excessive allowances 
as a regular thing,” he grinned. “On 
paper it looked as though there was 
no possibility of profit on the new re- 
frigerator sale. 

“Invariably, however, the old box 
sells rapidly at a figure which not 
only covers the allowance and haul- 
ing expense, but frequently shows 
a small profit as well.” 

The Gamble store has an outside 
sales staff of six men, four specializ- 
ing on major appliances, two on 
building materials and_ insulation 
handled by the firm. 

Each man has the authority to 
make trade-in allowances in his own 
right, and is thoroughly trained in 
estimating sales possibilities. 


“We don’t do any reconditioning 
at all, other than cleaning up the 
box and examining it,” Bean said. 
“Therefore it has been necessary to 
insist that the specialty men make 
allowances on old refrigerators only 
when they are in good running order 
and reasonably attractive.” 

Even with careful selection of such 
boxes, half of all new refrigerator 
sales now involve a trade-in, in place 
of the 10% or so which was the rule 
a few months ago. 

“People are finding that it is more 
difficult to dispose of old boxes 
through newspaper classified adver- 
tising than before,’ Bean stated. 
“To save themselves trouble, they’re 
looking for the dealer who offers the 
most profitable allowance on a new 
refrigerator. 

“If there is any secret to our suc- 
cess in the refrigerator field, it is 
because our salesmen know their 
stuff when it comes to making al- 
lowances.” 

Gamble’s doesn’t mix up the old 
refrigerators with the new appliance 
display. Instead, they are hauled 
back from the customer’s home on 
the same trip at which the new re- 
frigerator is delivered, and displayed 
in the stockroom, where only the 
customer who asks for a used box 
ever sees them. 

Selling prices range anywhere 
from $50 to $85 for serviceable, still 
good-looking trade-ins. Some of the 
salesmen on the floor keep lists of 
prospects and follow up by tele- 
phone when the specialty men make 
allowances on worthwhile boxes. 


REFRIGERATION WHOLESALERS. .. EVERYWHERE 
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The Quality Standards of the Industry 


ANSUL REFRIGERANTS are the undisputed quali:, 
standards of the Refrigeration Industry .. . and this ev- 
viable recognition is protected and maintained by stric‘ 
laboratory control of every step in the manufacture ©! 
Ansul Sulfur Dioxide and Ansul Methyl Chloride. 
Every cylinder of Ansul refrigerants is individually an 
alyzed and carefully inspected to safeguard the rigid 
standards of purity and dryness and to insure maximum 
safety in handling. 

For more than a third of a century, Ansul has both 
pioneered and led the field in the production of sulfur 
dioxide for refrigeration purposes. . . . Ansul methy! 
chloride has gained universal recognition in the in- 
dustry for its unsurpassed quality. 


ANSUL WHOLE. 
SALERS are ready 
and equipped to 
render an_ intelli- 
gent, co-operative 
service to refriger- 
ation service engi- 
neers on problems 
which arise, from 
time-to-time, in the 
operation of re- 
frigerating systems, 


CHEMICAL COMPANY 


U REFRIGERATION DIVISION, MARINETTE, WISCONSIN 


ANSUL SULFUR DIOXIDE, ANSUL METHYL CHLORIDE, ANSUL OIL, KINETIC’S “FREONS™ 
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New Laundromat Model Service Customers Provide Sales for Dealer 
Who Built Reputation for Thorough Service 
Low Floor Traffic Offset by 3,000 Satisfied Individuals 


To Retail at $249.95 


MANSFIELD, Ohio—A new model 
Westinghouse “Laundromat” auto- 
matic washer, designed for bolt-down 
installation and retailing for $249.95, 
is being introduced in a limited test- 
sales area (the seven states which 
comprise the Westinghouse central 
district). 

Designated as model RL-1, it has 
the streamlined styling of the deluxe 
model Laundromat, and also has the 
identical washing cycle, self-cleaning 
action, and single dial control. Styl- 
ing is the same, with the distinguish- 
ing sloping front. 
the 


PEORIA, Ill.~‘“The only sound 
basis for sales is through service,” 
J. W. Mathis of Mathis Refrigera- 
tion Sales, Inc. here is firmly con- 
vinced. ‘People will buy where they 
know they will get service,” he added. 

That is the basis on which he has 
built his own enterprise at 1717 N. 
Sheridan Rd., where he sells and 
services everything from central sta- 
tion air conditioning to domestic 


Mathis thinks so highly of his 
service reputation that he has coined 
the slogan, “The House that Service 
Built,” which appears on all his sta- 
tionery and direct-mail pieces. 

Mathis has one salesman selling 
domestic appliances and another han- 
dling commercial and air condition- 
ing. 

The ‘domestic man spends half a 
day in the store and the other half 
on the outside following up leads 


PEI Conference Speakers 


Discuss Porcelain Enamel 
As a ‘Selling Tool’ 


CLEVELAND—‘“How tc Sell,” and 
“How to Use Porcelain Enamel as a 
Selling Tool,’ were the main themes 
of the Third Sales Management Con- 
ference of the Porcelain Enamel In- 
stitute, held June 24, in the Carter 
hotel here. 

The conference covered the sub- 
ject of selling from company sales 
organization to sales at the retail 
level, according to PEI headquarters. 
During the meeting, a group of in- 
dustry experts discussed how manu- 


afternoon theme, “How to Use Porce- 
lain Enamel as a Selling Tool.’ 

Speaking for women, who are in- 
fluential in selecting nearly all major 
household fixtures and appliances, 
was Margaret Davidson, associate 
editor of Ladies’ Home Journal. Miss 
Davidson's . subject was, ‘Never 
Underestimate the Power of a 
Woman.” 

D. H. Malcom, Armco Steel Corp., 
gave the conference a picture of 
what is being accomplished by the 
PEI Market Development Committee, 
and what the Committee plans for 
the future. 

In order to graphically illustrate 
the use of enameling plant equip- 
ment, Ferro Enamel Corp., Cleve- 
land, recently developed a table-top 
demonstration of the entire porcelain 
enameling process. Dr. M. J. Bahnsen 


The new model also has appliances. i : facturers and salesmen can success- 
sealed-in-steel transmission with a Though he has been active in the that he has dug up during his half fully meet the challenge of today’s of Ferro presented his demonstra- 
5-year guarantee. refrigeration field for 25 years, ay inside. competitive market. tion at the conference to show sales 


U. S. Senators May Get Cool 
Drinks But No New Building 


WASHINGTON, D. C.—Refrigera- 
tors for the offices of U. S. Senators 
in the Senate Office building won 
the approval of the House Appropria- 
tions Committee recently. 

The refrigerators and new swivel 
chairs are slight consolation for the 
senators, however. They had asked 
$10,000,000 for a new office building 
but the committee turned them down. 

The committee also decided that 
House members can get along with- 
out 2,000 new desk lamps, but should 
have new carpets. 


Mathis has been at his present loca- 
tion only since 1941. Prior to that 
time he had worked as service man- 
ager for a large local department 
store for several years. 

Mathis found that his_ service 
knowledge stood him in good stead 
during the war years, when that sort 
of business was absolutely necessary 
to survival. 

He asserted that his was the only 
General Electric service organization 
in the Peoria area during the war. 
Making it a policy to service all 
types of equipment during the emer- 
gency, Mathis built up his reputation 
for reliable service and gradually de- 
veloped a list of 3,000 service cus- 
tomers which he still maintains. 

It is from this list that he has 
derived most of his postwar sales. 


April Sales of Clothes Driers, Water Heaters, and 
Milk Coolers Set Record In West Penn Power Area 


PITTSBURGH — April sales of 
clothes driers, water heaters, and 
milk coolers in the southwestern 
portion of Pennsylvania served by 
the West Penn Power Co. were 
greater than in any previous April 
on record, the utility reported re- 
cently. 

The utility also reported that re- 


and garbage disposers racked up 
better sales volumes in April than 
in March but failed to surpass their 
April sales of last year. 
Dishwashers, home freezers, both 
automatic and conventional washers, 
and vacuum cleaners were below 
both March and April, 1948 volumes. 
The unit sales of these appliances 
for April, March, and April, 1948, 


Mathis store is located in a small 
neighborhood shopping center and 
therefore does not pull a great deal 
of floor traffic. However, Mathis 
pointed out, the location was a good 
one for him because it was more in 
the geographical center of the area 
in which his service customers are 
located. As he derives most of his 
sales from them, he feels that floor 
traffic is not so important. 

He does not keep the store open in 
the evenings and believes that the 
experience of other Peoria stores has 
proven it unprofitable to do so. He 
said that downtown stores have set 
aside Monday evenings as “family 
shopping night” and most of them 
stay open until 9 p.m. 

Just to see how they were doing, 
he made a tour of downtown appli- 
ance stores on a recent Monday 
evening. He said he found that the 
only persons in many of the stores 
were the floor salesmen. 


Cc. D. Clawson, PEI president, 
opened the conference by explaining 
its objectives. First speaker on ‘How 
to Sell” was James J. Nance, presi- 
dent, Hotpoint, Inc. 

Following Nance, A. Billingsley of 
Fuller, Smith & Ross, Cleveland ad- 
vertising agency, spoke to the 
conference on ‘Advertising as a Tool 
for Selling.” 

“Selling Your Products at the Re- 
tail Level,’ was discussed by Dr. 
Lawrence F. Greenberger, director of 
retail training, Kaufmann’s Depart- 
ment Stores. 

W. J. Russell, vice president, 
Landers, Frary & Clark, talked 
about “Designing for Sales in 1949.” 
Russell is in charge of all research 
and engineering development at 
Landers, Frary & Clark. 

“Glamourizing Porcelain Enamel,” 
by O. F. Depperman, Briggs Mfg. 
Co., was the first talk on the 


executives and retailers just what 
porcelain enamel is and where it 
gets the qualities which ‘make it a 
selling feature for the major appli- 
ances and household fixtures. 


Commercial Credit Puts Kamberg 
In Charge of Charleston Office 


CINCINNATI—Kenneth E. Kam- 
berg, formerly manager for Com- 
mercial Credit Corp. at Omaha, Neb., 
has been made manager of his com- 
pany’s office at Charleston, W. Va., 
according to an announcement by 
W. E. Brashears, vice president and 
divisicn manager here. 

He succeeds R. A. Fleger, who re- 
signed to open a Ford dealership in 
Chesapeake, W. V. Kamberg has 
been with Commercial Credit since 
1936, except during the war years 
when he served with the U. S. Navy. 
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frigerators, ranges, room _ coolers, | 
@ Were as follows: | 
Appliance April, 1949 March, 1949 April, 1948 | 
po ne ee ee ee ee eee 1,987 1,469 2,271 | 
Home & Farm Freezers .............. 120 135 132 
Ree Peet ee eee ere Tere 38 41 50 
Garbage Disposers .................. 39 33 57 
ee a rer 822 682 828 
PUIOI COOTTD 6a. cc cw eas ean eeeabwses 12 2 16 
EE NE sph cece sc nnyeecacnesess 33 52 17 Kelvinator Open Type Condensing Units Kelvinator Water Coolers Kelvinator Sealed Type Condensing 
gn a hanced kbiewn 188 408 229 (% H.P. to 1 H.P.) (Pressure and Units (14 H.P. to 1 H.P.) 
Washers, Automatic ................ 229 247 273 Bubbler types) 
Washers, Conventional .............. 1,392 1,535 1,483 
WOGUUE CIORTIONS 56 ook vk icc ceeewies 718 814 930 
WVMUEE TEOMGOTE bocce SOAs be aw ewes 425 391 410 


Milk Coolers 


TRAINED 


SE centimapihtabianiatset 49 21 26 € 
7 Bernadt Gets Engineering Post Kkochunato/ r 
tala 


‘To give you better 
With G-E Home Laundry Div. | W , Y ,  gtealee 


service faster... all 
RSI service men are 
i d 
“Sea BRIDGEPORT, Conn.—Henry | 
you service pce tgy has been —— — 
es yeu ike uring engineer of the General Elec- Agai : _ : : : 
oe as he Gee tenes aeneeet - and again, profit minded refrigeration men choose Kelvinator—for 
Svictes, % bene beeh enmeunesd by products that are trouble-free in performance . . . competitive in price .. . 
Harold Sargeant, division manager of backed by the name that wins an immediate welcome with users every- 
manufaéturing. where. Yes! Kelvinator is the name that always sells, always satisfies. See 
these quality products at your nearest Kelvinator supply depot. All types 
and sizes available for immediate shipment. Write, phone or stop in for 
quick service or helpful information. Kelvinator, Division of Nash- 


to the point. 
Send us an order today 
Bernadt joined General Electric in 
Kelvinator Corporation, Detroit 32, Michigan. 


Use your letterhead, please 
REFRIGERATION SERVICE, INC. 


West Coast Wholesaler since 1928 
3109 Beverly Bivd., Los Angeles 4, EX. 3111 


1928 as an apprentice machinist. He 
was most recently supervisor of 
planning for the home laundry divi- 
sion. 


SOME 


TERRITORY NOW AVAILABLE 


The THESCO complete line includes 
expandit cases and walkins that 
grow with the merchant's business. 


Kelvinator Stainless Steel Evaporators 


Kelvinator Silica Gel Driers 


Kelvinator Compressors 
(V6 H.P.to 5 H.P.) 


“¢. SCHMIDT CO. chiceaean 14, OHIO 
: o| DEPEND ON KELVINATOR FOR ALL YOUR REFRIGERATION NEEDS 
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Everything Dovetails In Small Installation 


tures, with the unit adjoining the 
wall fixture at the rear. It is the 
same height as the fixture and is 
blended into the stock fixtures by a 
coat of green paint matching the 
fixtures. The unit backs on the sur- 
plus stock room in the rear so that 
any inspection or service can be 
administered without disturbing pa- 
trons. 

Other ideas employed to gain 
maximum efficiency in the small 
store included remodeling the front 
to give one large display window 
instead of two, and expanding the 
front to 15 feet instead of 12 by 
use of false wings. Plate glass of 
the new windows slopes outward 
from the base of the display, giving 
an impression of greater spacious- 
ness, while the foyer also is enlarged. 
An all-glass front, including door, 
allows passersby an_ uninterrupted 
view of the store interior. Mirrored 
sidewall opposite the display win- 


They'll Do It (Sooner) Every Time 


| They'll Do It Every Time 


Registered U S Potent Ofte 


By Jimmy Hatlo | 


OKAY, BOYS~GET THE BLOW- 
TORCHES GOIN’WE GOTTA CuT \), 
THROUGH A GIRDER-AND SEAL 
UP ALL WINDOWS«™WERE GOIN’ 
TO TAKE A HUMIDITY READING. NN 

«AND START HEATING UP 
JHE SOLDERING IRONS 


BY THE TIME THEY = 
GET IT INSTALLED, &7 | FANS. WHAT ARE THEY 
WE WONT NEED AIR 
§5\ CONDITIONING~ WE 
WON'T BE 
BREATHING 


THE ORDER LAST FALL.’ 
SO THEY WAIT FOR 
A HEAT WAVE To. / 


THEY TOOK OUT THE 


DOING NOW?BURNING 
LOGS IN THE COOL- 
ING eno ? 


WATER! 
THE SAHARA 
WAS NEVER 
LIKE THIS~ 


WE GAVE 'EM = 


PUT IT IN- 


dow gives the effect of two windows. ( 
The interior was lengthened to ' 
| r B S k Sh | provide five more sections for stocks "TO GET HOT UNDER. 
Room Coo er its efween toc e ves on wall fixtures. A double row of THE COLLAR 
chairs for customers was reduced MA apy 
| | to one row as a means of providing 354 ISM STeecr, I 
To Help Shoe Store Solve Space Problem ore‘ sor space for convenience of efie meisies er eon ae_ , 
both customers and clerks. t 
A trick was borrowed from_ the There's an element of truth in this cartoon by Jimmy Hatlo, King Features’ syndicate 
LINCOLN, Neb.—Remodeled a few for shoppers. Temperature —s. wearing apparel field, in which hori- cartoonist, but there’s a good question as to where the fault rests in air condi- . 
months ago, the Thom MCAR shoe tion is one of the major problems to zontal stripes make the thin man or tioning installations that have to be made after the season has arrived. . 
store here presents the chain stores be surmounted where such a small woman seem more rugged, to give t 
newest ideas on how a small space space is concerned, so McAn officials the effect of breadth to the ekows Definitely out of line, though, is the statement of the perspiring guy at the desk h 
can be outfitted to do a big business, decided on year-round air condition- , ‘ ‘ : : in the middle of the picture who is saying ‘‘We gave ‘em the order last fall, so 
a; . : ; interior. Eight fluorescent lighting , Be ieee “an 
according to E. L. Bailey, manager. ing. The 5-ton self-contained package Gedenen Ween incited eoemseten te they wait for a heat wave to put it in.” if the order had been placed that early, g 
An integral part of the new lay-out unit was found to be ideal for the stead of lengthwise of the ceiling the installation would have been made long before the season came. That's where t 
is a self-contained 5-ton Frigidaire job of cooling, while at the same A black ceiling with white henmes the buyer is at fault—he doesn't place his order early enough, and consequently, I 
package air conditioning unit. time it was hooked up with the heat- also breaks up the pattern to make he often finds the installation being made at the time that air conditioning is 
Bailey pointed out that a 12%4-ft. ing unit to distribute filtered, PEO in, room seem more spacious, and desperately needed. d 
wide store offers quite a problem in perly humidified warm air in the at the same time cut down deflection The cartoon is published with the thought that air conditioning dealers and P 
providing adequate stock display Winter. glare of the lighting system. contractors might find some use for it in the future in encouraging prospective t 
space and at the same time offering Installation of the air conditioning purchasers to place their orders early. 8 
an attractive and comfortable space unit was tailored to fit the stock fix- U G C f T li 
$ U.3. Counterpart of Tin - . 
P Bush Mfg. Co. Dividends 
Research Institute Set Range from 28 to 31 Cents 
; Your Golden c 
Up In Columbus, Ohio WEST HARTFORD, Conn.—Board Opportunity : 
of directors of Bush Mfg. Co. here ish Wt . 
COLUMBUS, Ohio—John Ireland, recently declared dividends of 28% 1s ere... u: 
director, Tin Research Institute, Cmts per share on the 474% cumu- e VEGETABLE CASES th 
London, England, announces the for- @tive convertible prior preferred ti 
mation of Tin Research Institute, Stock and 31% cents per share on the e COLOR VISION FREEZERS me 
Inc, an American corporation de- %% non-cumulative preferred stock, e FULL VISION CASES s] 
voted to providing free technical — to E. M. Flannery, secre- | § . FORMICA TOP DISPLAY 
oe — ell lcaas Both dividends are payable July 1 CASES IN PORCELAIN ns 
The office of the new corporation, ‘© Stockholders of record on June 15. e DAIRY WALL CASES tk 
located at 492 W. Sixth Ave., Colum- m 
bus 1, will in the future, handle all COLDIN CABINET CO., INC. a 
inquiries or requests for technical Correction 2800 Webster Avenue, Bronx 58, N. Y 
service, while a sponsorship will be th 
maintained at Battelle Memorial In- th 
stitute to handle new researches. An announcement in the May 16 pe 
Robert J. Nekervis has been ap-_ issue of AIR CONDITIONING & REFRIG- pr 
pointed supervisor of metallurgica) ERATION NEWS that New York Div., p Give Your lndvetrial as 
development and Robert M. Mac-_ Electric Products, Inc., Poughkeepsie, dc 
Intosh has been appointed supervisor N. Y., has taken on distribution of | Air Cleaning Jobs i th 
of chemical development in the new’ the Fleetwood Airflow line of refrig- |.\ NEW at 
corporation. Both have been asso- erated display cases was in error, it sy 
ciated with Battelle Memorial Insti- has been pointed out by Electric |@ 


PAT. NO. 2, 297,928 


A Complete Unit for a Complete job 


You're always sure you're getting the very best in efficient, eco- 
nomical packaged air conditioning when you specify Governair— 


the original patented design! 


This complete unit is easy to install—requires only simple elec- 


tute for the last eight years. 


180-Ton Air Conditioning 
System In Eastern Federal 
Bldg. Will Have 19 Zones 


NEW YORK CITY—Nineteen sep- 
arate air conditioning zones are being 
engineered into the new Federal 
building now under construction at 
the New York International Airport 
here. 

Guy B. Panero, head of the firm 
that designed the air conditioning 
and other mechanical systems for 
the $4,500,000 three-story building, 
pointed out that the zoning is in- 
tended to keep the office areas, cafe- 


Products. 

Edwin J. Stoll of Electric Products 
said his firm has no franchise for 
Fleetwood Airflow equipment, “nor 
do we solicit any franchise at this 
time due to previous commitments.” 
Electric Products is a distributor of 
York refrigeration equipment. 


Philco Closes Plants Prior 
To 2- Week Vacation Period 


PHILADELPHIA — Philco Corp. 
closed its two refrigerator plants for 
one week prior to the usual two-week 
vacation period which begins June 
27, the company announces. 

The decision to close down an ad- 
ditional week was “in view of the 
return of pre-war seasonal patterns 


@ALUMALOY 


INDUSTRIAL WASHABLE 


AIR FILTERS 


You'll stand in solid witk the operating engince’ 


trical, water and duct connections. Built-in Evaporative Con- teria, and other public places at in the refrigerator industry, with re- | and his boss if you recommend and install t'« 
denser keeps water usage down to a minimum. Governair about 80° F. with 50% relative tail sales hitting their peak in the | FP aie ar es yg age Eno Aggeco ve 


engineering assures correct co-ordination and balance of all 
functions. Generously proportioned heat transfer surfaces pro- 
vide maximum performance and economy. 


Choose Governair completely packaged air conditioners 


you'll always do your best! 


and 


humidity during the summer. 

The thermostatically controlled 
system is supplemented by manual 
damper controls to allow individual 
regulation of temperature in outside 
offices, he declared. 

The refrigeration system has a 


second quarter.” The move was also 
designed to keep inventories in 
balance with current and anticipated 
demand in the next few weeks, the 
company added. 

Sales of Philco refrigerators to 
date this year are running ahead of 


Dollars and cents savings can be figured usually | 
YEARS with these long-lived R-P ALUMALO* 
Filters. They last, and last, maintaining their f'°> 
dust-loading capacity and proven air-cleaning ©" - 
ciency through many repeated washings and rechare- 
ings, year after year. 


Main reason for this performance record is, © 
course, the unique multi-layered R-P._ ALUMALOY 


ga * | capacity of 180 tons and is cooled by a year ago, the announcement said | fiter media, with its effective “air-scrubbing” baft!: 
| | well water taken from the ground “and factory and field inventories | pattern. It catches and holds more dirt, dust, soo’ 
= ie | yo - a eo ee &-P.m. oo Ghee shape.” rs Set Gana ont beer pa — 
| | Pass this cost-saving good news on to YOUR cus 
Le = SWIFT murs an ACUMALOY nde! Washes si iter, 
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INDUSTRIAL & VARIABLE SPEED PULLEYS 


Standard equipment with most refrigeration unit 


ORIGINATORS OF COMPLETELY PACKAGED AIR CONDITIONERS 


[ GOVERNAIR 


Copyright 1949 


RESEARCH PRODUCTS CORPORATIO 
DEPT. AN, MADISON 10, WISCONSI! 


Canadian Representative-— 
Delhi Industries, Delhi, Ontario j 


D FILTERS... for FINER LIVING 


facturers 


manufacturers. 


SOLD BY ALL BETTER JOBBERS 


SWIFT MANUFACTURING CO. 


1455 E. NINE MILE ROAD HAZEL PARK, MICH. 


Chosen as standard equipment by leading 
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Direct Activities In REWA'S Region No. 5 


(Photo by Austin Jones, 


L. to r. are E. L. Semeyn, 
secretary and _ treasurer; 
Ned Mason, director for 3 
years; and John Blair, 
chairman, who were re- 
cently elected by the re- 
gion 5, Rewa at an outing 
at Port Huron, Mich. 


Kerotest Co.) 


Other Industries Study Court Ruling Against 
Standard. Oil’s ‘Exclusive Dealing’ Contracts 


WASHINGTON, D. C.— The Su- 
preme Court’s recent five-to-four 
decision that Standard Oil-+Co. of 
California's ‘‘exclusive dealing’’ con- 
tracts with 6,000 independent gas 
station operators in seven western 
states are illegal was being studied 
this week by other industries which 
have similar sales arrangements. 

The high court’s ruling upheld the 
government’s anti-trust suit against 
the oil company and a decision by a 
Los Angeles District Court. 

Under the Standard Oil contracts, 
dealers were not allowed to purchase 
products from Standard’s competi- 
tors, the government charged. In 
addition, they could buy only gaso- 
line, oil, and auto accessories sold or 
approved by the company. 


ADMITS USING CONTRACT 
While admitting the use of the 


contracts, Standard and its sub- 
sidiary, Standard Stations, denied 
anti-trust violation. They argued 


that the same type of contract was 
used by other gas companies, that 
the contracts resulted from competi- 
tion, and that competition in the area 
was still extremely aggressive in 
spite of the contracts. 

According to the government, an- 
nual sales of the stations in question 
totaled more than $66,000,000. This, 
the government held, was a sizeable 
market from which competitors were 
excluded. 

Justice Frankfurter, who delivered 
the Supreme Court’s opinion, said 
that even assuming Standard’s com- 
petitive position had not been im- 
proved by the contracts and even 
assuming that the company does not 
dominate the market, “it is possible 
that its position would have deterior- 
ated but for the adoption of that 
system. 

“When it is remembered that all 


© 


BETTER COILS... 
FOR BETTER COOLING 


the other major suppliers have been 
using these contracts, and when it is 
noted that the relative share of the 
business which fell to each has re- 
mained about the same during the 
period of their use, it would not be 
far-fetched to infer that their use 
has been to enable the average sup- 
pliers individually to maintain their 
own standing and at the same time 
collectively, even though not collu- 
sively, to prevent a late arrival from 
wresting away more than an insig- 
nificant portion of the market.” 

He said that “if in fact it is 
economically desirable for’ service 
stations to confine themselves to the 
sale of petroleum products of a 
single supplier, they will continue to 
do so, though not bound by contract. 
We conclude therefore that the anti- 
trust law requirement is satisfied by 
proof that competition has been fore- 
closed in a substantial share of the 
line of commerce affected.” 

At another point, Justice Frank- 
furter pointed out that Standard sold 
gasoline through independent service 
station operators as agents prior to 
using the exclusive-dealing contracts. 
The company, he declared, ‘might 
revert to this system if the judgment 
below were sustained. 


SUBSIDIARY STATIONS 


Fresh Vegetable Volume 
Up 30% After Installing 
New Refrigerated Case 


ST. LOUIS—A_ small, neighbor- 
hood market here increased its fresh 
vegetable sales volume by 30% and 
reduced fresh produce trim and de- 
hydration losses as much as 50% 
since it replaced old-style dry mer- 
chandising racks with a modern self- 


serve refrigerated case, according to | 


a member of the firm. 

The case is a 10-ft., double-duty 
Frigidaire display and storage unit. 
It was installed in the J. B. Lehm- 
kuhl Market, which has been family- 
owned and operated at the same lo- 
cation for more than 36 years. 

The fixture is refrigerated by a 
rotary-type sealed ‘‘Meter-Miser” 
unit suspended from the ceiling of 
the basement below. This novel in- 
stallation approach was developed by 
J. J. Tenge, a Frigidaire commercial 
dealer in St. Louis, to conserve floor 
area for storage of bulky items. 

Along with having nearly 20 sq. 
ft. of refrigerated display shelf area, 
the case has a storage capacity be- 
low of more than 25 cu. ft. In addi- 
tion, the flat counter-top can be 
utilized for such tie-in items as salad 
oils and mayonnaise. 

Cold moist air is supplied by two 
dry expansion type gravity cooling 
coils. Gutters, located below the cool- 
ing units, carry water to the drain. 


Quigley’s To Sell Frigidaire 


MOBILE, Ala.—Quigley’s, 600 St. 
Louis St., has been appointed dealer 
for Frigidaire refrigerators, the firm 
announced recently. 


~ 


TH lan NAME 


THAT BRINGS YOU ~~ 


‘For One Convenient Source ~~, 
Deal with Authorized 
DETROIT Wholesalers! 


ETRO 


LUBRICATOR COMPA 


5900 TRUMBULL AVE. 
DETROIT 8, MICHIGAN 
Division of American Raviator & 
Standard Sanitary coronation 


CANADIAN REPRESENTATIVE: RAILWAY 
& ENGINEERING SPECIALTIES, LTD.— 
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No. 673 
Thermostatic 
Expansion Valve 


‘ No. 683 


No. 450 FB3 
Pressure Control 


DETROIT HEATING AND REFRIGERATION 
CONTROLS e ENGINE SAFETY CONTROLS e 
FLOAT VALVES AND OIL BURNER EQUIP- 


S 
(7X MENT DETROIT EXPANSION VALVES AND: 
4) REFRIGERATION ACCESSORIES # STATION- 
EYROIT ARY AND LOCOMOTIVE LUBRICATORS 


MONTREAL, TORONTO, WINNIPEG 


AMERICAN-STANDARD « AMERICAN BLOWER + CHURCH SEATS 
DETROIT LUBRICATOR »« KEWANEE BOILER + ROSS HEATER »« TONAWANDA IRON 


AE 


“Or it might as opportunity pre- | 


sents itself add service stations to 
the number operated by its sub- 
sidiary, Standard Stations. From the 
point of view of maintaining or ex- 
tending competitive advantage, either 
of these alternatives would be just 
as effective as the use of requirement 
contracts, although insofar as they 


resulted in a tendency to monopoly © 
they might encounter the anti-mo- | 


nopoly provisions of the Sherman 
Act.” 

This part of the opinion in particu- 
lar was criticized by Justice Douglas, 
who agreed with the court’s decision 
but objected to its reasoning. In a 


separate opinion, he averred that the | 


ruling ‘sets the stage for Standard 
and other oil companies to build 
service-station empires of their own,” 
and even tells the oil companies “how 
they can with impunity build their 
empires.” 

The majority opinion, Justice 
Douglas said, suggests a formula for 
use of the “agency” device. In effect, 
he stated, that means “acquisition of 
filling stations by subsidiary corpora- 
tions of the oil company.” And that 
in turn means “the small independ- 
ent businessman will be supplanted 
by clerks,” he added. 


copy. 


yice doesn! falter 


t 
bss m Horry Alter” 


when it comes {10 


If You're Interested in Refrigeration 
You'll want a copy of the new 


 DEPENDABOOK 1. 150 


Refrigeration 


\Parts\Catalog 


DEPENDABOOK Number 150 
is jammed full of illustrated § 
refrigeration parts and sup- 
plies at rock-bottom prices 
...Depend on the DEPEND- 
ABOOK. Write for your 


The HARRY ALTER CO. 


‘3 1728 S. MICHIGAN AVE., CHICAGO .16, ILL. 
134 LAFAYETTE ST., NEW YORK 13, Se 


engineered? 
merchandising? 


advertising? 


producing? 


you let u 


GUARDIAN OF 


te mE ROE ee® 


Is it well made, and properly 
Is it designed for efficient modern 


Is it backed by good, adequate 


Is the producing company sub- 
stantial financially and capable of 


We would like to ha 
questions about Super- 
We would like the oppor 
ing them completely an 
s? Just mal 


and we'll give you full information. There 


is no obligation, of course. 


5 


© 
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That is the all important question to ask about the Refrigerated 
Display Equipment you handle. 


You can answer that question by asking 8 more... they are: 


What selling aids does the com- 
pany offer? 


Is it competitively priced? 


Who are the people at the head of 
the company... reputable? expe- 


rienced? friendly? 


ve you ask these 
Cold equipment. 
tunity of answer- 
nd truthfully. Will 
il the coupon below, 


NOTE: Inquiries from out of 
U.S.A. should be addressed to: 
International Division, or use 


Cable Address, “Supercold.” 


<,f SUPER- tp 


MPLETE FOOD STORE REFRIGERATION WUDER OME OREAT MAME | 


Do | have to supplement the line or 
will the one company furnish most 
types of equipment and parts? 


Ask these questions of any equipment before you handle it. Ask them of 
your present equipment. If there is a weakness in the answers, then there is 
a weakness in the ultimate answer to the main question ...WILL IT SELL? 


The Super-Cold Corporation 
1020 E. 59th St., Los Angeles 54, Calif. 


Please furnish me with details on 


I 
1 
Gentlemen: 
your new Super- Cold franchise. 

! 


Name 


Address 
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3,510 Consumers Sampled In 12 Cities 


Poll Finds Appliance Demand Not Much Below ’48 


WASHINGTON, D. C.—A _ survey 
made for the Federal Reserve Board 
indicates that the 1949 market for 
refrigerators, radios, washing ma- 
chines, and furniture is at a level 
‘not much below the record set in 
1948,” the board reported. 

Questions asked in 3,510 interviews 
with “spending units’ in the 12 
largest metropolitan areas and 54 
other counties produced these results, 
among others, regarding consumer 
buying attitudes: 

Approximately 5.7% anticipated 
buying refrigerators at an average 
price of $240. This compares with 
6.2% who intended to do so last 
year and 10.8% who actually did. 

About 2.7% planned to buy wash- 
ing machines, against 3% a year ago. 
Around 6% did purchase them in 
1948. 

About 3.7% expected to buy radios, 
compared to 4.8% last year. They 
planned to pay an average price of 
$90. Approximately 9.6% actually 
bought radios a year ago. 

Although the television market was 
not surveyed in previous years, the 
board said the number of prospective 
buyers seems to be double the num- 
ber of actual buyers in 1948. The sur- 
vey also revealed that between 3,600,- 
000 and 5,100,000 families plan to buy 
automobiles, compared with 3,100,- 
000 who bought last year, and about 
1,000,000 expect to buy new houses, 
compared with 800,000 actually doing 
so in 1948. 

The survey results were not pre- 


merchandise consumers will actually 
purchase. Many of those interviewed 
said their decision to buy would de- 
pend on prices, quality, and the 
economic outlook. 

In connection with the survey, the 
Research Board noted that slumping 
a dpliance sales have been stimulated 
by price reductions. It added: 

“There is no doubt that the more 
urgent consumer demands for dur- 
able goods have now been filled and 
it may be that experience during the 
first half of 1949 reflects mainly in- 
creased sensitiveness in the markets 
to quality, design, and price con- 
siderations. 

“In the broadest sense of mer- 
chandising-—i.e., producing and sell- 
ing products of the price, style, and 
quality that consumers are most 
able and willing to buy—the present 
situation would appear to highlight 


Dealer’s Contest Taps Demand 


TORONTO, Ont., Can. — Hedges 
Brothers here, promoted range sales 
recently by staging an Old Range 
Round-Up. The firm offered a new 
$185 gas range to the persons owning 
the oldest gas range in use in 
Toronto and York County. 

To enter the contest, participants 
registered their old range by coming 
to the store or by mailing in a news- 
paper coupon. Three electric kettles, 
valued at $12.95 each, were offered 


sented as a forecast of how much _ as consolation prizes. 


the need for more aggressive mer- 
chandising programs on the part of 
many manufacturers, distributors, 
and retailers to tap latent consumer 
demand.” 

The survey was made between Jan. 
1 and March 15 by the Institute for 
Social Research of the University of 
Michigan. Another survey will be 
made next month to determine 
whether or not consumer buying at- 
titudes have changed in the mean- 
time. 

In brief, here are some of the other 
survey findings: 

More than half the “spending 
units’—a single buyer or two or 
more persons who have pooled their 
funds—reported an increase in in- 
come in 1948. Only one in five was 
earning less. 

Most of those reporting higher in- 
comes earned less than $4,000 in 
1947. Decreases in earnings accured 
more often in the higher-income 
brackets than in the lower brackets. 

Almost half of those questioned 
were earning at least $3,000 a year. 
An increase of around 3,500,000 
“spending units” in this $3,000-plus 
group since 1947 was thus indicated 
by the survey. 

Approximately 57% of the inter- 
viewees did not have mortgages on 
their homes. 

About 47% were optimistic of the 
future, compared with 41% last July 
and 74% early last year. But 25% 
of this group qualified their outlook 
with such reservations as, “if prices 


come down or don’t go higher.” 
— | 
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Bank on Eundyweld ror 
retiigeration tubin 


bent without collapsing structurally, a cinch to fabricate 
and the initial cost is low. No other tubing offers all its 
advantages, for Bundyweld is made by a patented process. 


Manufacturers of refrigeration equipment know that 
Bundyweld* Steel Tubing pays off all down the line in 
compressor lines, connecting tubes and condenser and 
evaporator coils. 


For Bundyweld is double-walled from a single strip and 
copper-brazed throughout 360 degrees of wall contact .. . 
more leakproof than practically any other type of tubing, 
as proved by halogen vapor leak detectors, accurate for 
leaks as small as 1/100th of an ounce a year! 


That means the absolute minimum in rejects from the 
field, more dependable performance in the finished product 
and major savings on tubing from start to finish. 


Too, Bundyweld Tubing is extra-strong, yet thinner-walled. 
And thinner walls mean faster-cooling. It’s ductile, readily 


ENGINEERED TO ¥ 


*REG. U. S. PAT. OFF. 
WHY BUNDYWELD [SS BETTER TUBING R 
Bundyweld Tub- 9 
ing, made by a 
patented process, is 
entirely different from any other 
tubing. It starts as a single strip 
of basic metal, coated with 
a bonding metal. 


This strip is con- 
tinuously rolled 

twice laterally into 
tubular form. Walls of uniform 
thickness and concentricity are 
assured by close-tolerance, 
cold-rolled strip. 


If you aren’t using Bundyweld Steel Tubing you ought to 
be, now, more than ever, when every part must contribute 
a plus for you in the buyer’s market looming up. For infor- 
mation or help on a tubing question, contact your near-by 
Bundy representative among those listed below, or write 
direct to: Bundy Tubing Company, Detroit 14, Michigan. 


BUNDY, TUBING 


3 Next, a heating 
process 
bonding metal to 
basic metal. Cooled, the double 
walls have become a strong 
ductile tube, free from scale, 
held to close dimensions. 


Y 
| 


4 =z 


® eet 

fad 4 Bundyweld 
comes in stand- 
ard sizes, up to 53” 
O.D., in steel (copper or tin 
coated), Monel or nickel. For 
tubing of other sizes or metals, 

call or write Bundy. 


fuses 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES 


Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. °¢ 
Chicago 32, Ill.: Lapham-Hickey Co., 3333 W. 47th Place °* 
Penn.: Rutan & Co., 404 Architects Bldg. °¢ 

3628 E. Marginal Way * 


Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 ° 
San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. « 
Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. 


Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg. 


Philadelphia 3, 
Seattle 4, Wash.: Eagle Metals Co., 


BUNDYWELD NICKEL AND MONEL TUBING IS SOLD BY DISTRIBUTORS OF NICKEL AND NICKEL ALLOYS IN PRINCIPAL CITIES. 


Laundry Package 


Store Sale Offers Group 
Of Washday Items for $99 


CINCINNATI—Consumers in the 
Cincinnati area were offered a full- 
size Speed Queen washer, an 18-piece 
Cannon towel set, a folding clothes 
basket, 24 packages of Rinso, and a 
box of 60 clothes pins—all for $99.95 
—during a 15-day sale. 

A newspaper advertisement an- 
nouncing the sale and urging readers 
to “see your dealer at once” was run 
by The York Supply Co., wholesale 
distributor. According to the copy, 
the sale was in celebration of the 
washer manufacturer’s 41st anniver- 
sary. 

Total retail value of the five arti- 
cles was listed as $109.50. Individual 
values were given as follows: No. 448 
washer, $89.95; towel set, $8.50; 
clothes basket, $6.95; Rinso, $3.60; 
clothes pins, 50 cents. 


Apex Shifts Dishwasher 
Output to Cleveland Plant 


CLEVELAND—Production of the 
Apex automatic dishwasher is cur- 
rently being shifted from the firm’s 
Jackson, Mich. plant to its plant here, 
C. G. Frantz, president of Apex Elec- 
trical Mfg. Co., announced recently. 

Frantz said that the Cleveland 
plant has “ideal facilities’ for the 
manufacture of these units. Certain 
equipment, however, is being moved 
here from Jackson. 

Production is expected to get under 
way within several weeks, Frantz in- 
ditated. 

He also said that the company is 
now tooling for a new combination 
sink and dishwasher unit for pro- 
duction here. Production on this item 
should start in several months time. 


Booklets Apply Basic 
Kitchen Layout Formula 


To Eastern U. §. Homes 


PITTSBURGH—A bulletin entitled 
“How to Make Your House the Hit 
of the Home Show” and a 24-page 
booklet entitled “Planning Book for 
Electrical Living Homes” have been 
announced by the Better Homes 
Bureau of Westinghouse Electric 
Corp. 

The booklet is intended to provide 
the latest information on the proper 
planning of kitchens in which work 
centers of modern electrical equip- 
ment, storage cabinets, and counter 
surfaces are logically arranged for 
a smooth flow of work. 

The formulas are illustrated by 
layouts of “economy” and “ideal” 
kitchens which can easily be adapted 
to “L,” “U,” two-wall, and other 
kitchen shapes. Laundry layouts are 
also included. 

In the booklet are illustrations of 
the exteriors and interiors, floor 
plans, and wiring diagrams of four 
“Electrical Living Homes’ which 
were constructed in New England 
to show how the basic formulas are 
put into actual practice in houses 
ranging from $12,000 to $25,000. 

Also included are suggestions for 
lighting and details and diagrams of 
simplified fuseless wiring systems. 
The book further explains how, un- 
der a package mortgage complete 
electrical equipment can be included 
at a small additional monthly cost. 

Copies of the planning book and 
idea bulletin can be obtained free 
of charge from the Better Homes 
Bureau, Westinghouse Electric Corp., 
511 Wood St., P.O. Box 868 here. 


W.T. Grant Store Adds Hotpoint 


ATLANTA—The complete line of 
Hotpoint appliances has been added 
by the W. T. Grant Co. store here, 
according to Manager Thomas Irwin. 


WILSON 


REFRIGERATION, INC. 


@ FARM AND HOME FREEZERS 

@REACH-IN REFRIGERATORS 

@WALK-IN REFRIGERATORS 
@FARM MILK COOLERS 


DIVISION OF WILSON CABINET CO., INC. 


SMYRNA + DELAWARE 


Rand Awarded Patent for 
Collapsible Tub Washer 
Used In Bendix ‘Economat’ 


WASHINGTON, D. C.—Henry J. 
Rand has just been awarded a patent 
covering his collapsible tub washer 
that squeezes the water out of the 
clothes by vacuum pressure, it was 
announced here recently. 

Rand’s washer forms the basis of 
the new “Economat” automatic 
washer introduced to the _ public 
early this month by Bendix Home 
Appliances Inc. 

Rand had assigned his patent, No. 
2,472,682, to the Henry J. Rand 
Washing Machine Co. of Cleveland, 
which Bendix purchased early in 
1948. 

Rand’s patented device was a wash- 
ing machine whose tub was equipped 
with a collapsible liner. Washing 
would be performed in the conven- 
tional manner, but when completed, 
an air pump would draw the air out 
of the tub, causing the lining to 
collapse and squeeze the water out of 
the clothes. The pressure would then 
drive the water out of the tub 
through a drain in the bottom. 

The Economat, however, has been 
refined so that the entire tub, made 
of a rubber composition called me- 
texaloy, collapses and squeezes the 
clothes against the centrally mounted 
agitator. Water is forced up over the 
top of the agitator and is drained off 
through the agitator’s hollow center. 


Fiberglas Names Smith 
To Head Merchandising 


TOLEDO, Ohio—E. W. Pat Smith 
has been appointed director of mer- 
chandising of Owens-Corning Fiber- 
glas Corp., it was announced by Ben 
S. Wright, vice president and gen- 
eral sales manager. 

Smith, who joined Fiberglas Corp. 
in April as special assistant to the 
general sales manager, was formerly 
vice president for sales of the Philip 
Carey Mfg. Co. 

Working with Smith are Tyler S. 
Rogers, technical editor and manager 
of Fiberglas Standards publications; 
Stephen J. Daly, advertising man- 
ager of the General Products Divi- 
sion; and Philip Linne, in charge of 
Fiberglas displays and exhibits. 

Edward C. Ames, who has been 
director of advertising on an interim 
basis for two years, was named direc- 
tor of public relations and publicity. 


Dorothy Clure Gets Post 
In Gibson Home Ec Dept. 


GREENVILLE, Mich.—Appointment 
of Dorothy Clure to head the Gibson 
Refrigerator Co.’s home economics 
department was announced recently 
by J. L. Johnson, Gibson general 
sales manager. 

“Miss Clure is now working with 
the Gibson engineering staff under 
Chief Engineer H. E. Rosebrook, in 
the development of new product 
ideas,’ Johnson declared. 

“She will concentrate on product 
testing and product development in 
the first stage of our program.” 

All phases of research, sales 
training, product demonstration, an 
food preparation counsel are includ: 
among activities planned by the Gi- 
son home economics department. 

After graduation Miss Clure ws 
employed by Commonwealth Edis" 
Co., Chicago, and later moved '° 
Evaporated Milk Association, C: 
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REFRIGERATIONS 


SHANK - 2c pucrsm 


BEST QUALITY | 
DUST-FREE SILICA 


used in all 
SHANK 
DEHYDRATORS 


Always fresh, highest quality 
Silica Gel for better drying—wil! 
not powder. Leakproof. { 
Copper tubing—brass fittings— , 
felt filter. 1” & 2” O.D. 

LESS COSTLY TO REPLACE 

THAN REFILL 

Users find the low cost of Shank 
Dehydrators makes it more prac- 
tical to replace than to refill. 


Stocked by leading 
jobbers. Write us 
for details. 


te CYRUS SHANK co. 


631 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 
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; y ite Drawbacks 
1/2 to 10 H.P. 
Maintenance Contracts Pay Off Despite Drawbacks 
CLEANABLE 
6 DOUBLE-TUBE. 
e e J & 
Finding Skilled Men To COUNTER-FLOW 
u h k ot ie és , WATER-COOLED 
Me “ : One of the largest installations 
Handle ssy C ec Ups Is made yet by the relatively small firm of CONDENSERS 
J. H H Baker & Hauser in Peoria (specializing in ane Soe Gieeneaee 
. Problem, Peoria Firm Says commercial service), involved several Mc- 
‘ d Ik-in f 
9 PEORIA, Ill.—“There is a continu- niin “on ip oe 7 Sees ni 
s ing demand for maintenance contract — ros. independent eer 
servicing by our customers,” reports While Jess Baker checks the condition of 
of Baker & Hauser, commercial refrig- the meat and produce on display, C. E. = 
* eration installation and servicing firm Meceghey Gall, UeiCniy dhatitah wala eee => ————— 
” ne ecntinael three years ago, the ch, GON OSES SER SR Saee i= F REE— — Copy of - 
s ’ MF 
firm is headed by Jess F. Baker and Hausam. - deine Ph a - 
Bs Harry Hauser, both veteran refrig- wens : 
: eration men who concentrate on com- BELOW: These six Copeland machines wubtaate j 4 Pe a < 
m4 mercial and air conditioning. were installed by Baker & Hauser to yr ly with te ‘ala "aek aur dine aoe 2S 
| Maintenance contracts, howevur, handle the load in the Hausam Bres. service, if you desire it. Write for 
are not too important in this firm’s sat ped Cd B.. the catalog now, on 
l- operations. supermarket. erhead. . 
a “We've had several for more — ie Automatic Heating & Cooling © 
é $ than a year, making money on some, Jobs, or you'll lose your shirt,” he Supply : 
- losing on others,” explain the part- e@mphasized. “This requires either Div. of WEIL-McLAIN COMPANY 
1, ners. “We haven’t given up any cus- having worked on the equipment be- 647 W. Lake St., Chicago 6, Ill. 
e tomers on it, and none of them have fore, or making a thorough inspec- all 
0 canceled it out on us.” tion of the system as it now stands. 
ie There are several problems faced On maintenance contracts Baker & 
n by the small firm that tackles main- Hauser uses the conventional method S p e cify 
“ tenance contract work, these men Of figuring the charges. The customer : 
have found. pays a flat rate for the maintenance D AVISON Pp A 100 
n “You can’t send just any man out Service, and is charged extra should fri : d 5 
° on contract service,” points out it be necessary to replace parts. ie rigeration gra 3 
a Baker. “The man has to be good. If we really promoted contract  ~SILICA GEL © 
- When he makes his monthly inspec- Servicing we'd probably need two — 
° tion, he has to be able to see a lot more servicemen for this alone,’ DAVISON 'S, 
: of things that might go wrong. Baker comments. _ in factory-charged DoLicA — > 
. | “But a good serviceman who can At the present time the firm has dryers bearing RErALgenaTion 
_ 4 do this type of job right doesn’t like ‘hree servicemen, who with Baker, this label or in bulk for refilling 
it. Cleaning up the various parts of Hauser, and Art Hari, the office : 
: : manager, comprise the organization PA 100 is your guarantee of all- 
the system, checking everything over, ser, Pp rs . enaceil. amumuias nnaiemenais 
and oiling mean it’s a dirty job, a A salesman or two will probably , SUP P 
very dirty job, and the serviceman be added in the near future, however, SEE YOUR JOBBER 
smart enough to do it right naturally because the firm recently acquired © ee 
doesn’t want to get into a dirty job. a McCray franchise. Previously the 
“Sometimes emergency _ service firm had no franchised lines. Primar- 
“ calls that must be handled promptly ‘UY @ service firm, it managed to i. 
s interfere with our maintenance con- tain such a = 2 noone s FE R Vi C — 
. tracts, but so far, at least, there Whenever a sa ~’ opportuni “f wr eo 
have been no complaints from cus- Sales of both commercial refrig- ‘ie 
P tomers about this,” Baker said. eration and air conditioning have cara a ae 
, “Before you sign up maintenance ‘ken on more interest for the firm \ aA & fe 
° contracts you must also know your in recent months, however, Baker aa j ¢. ee 
e a _ snail reports. One of the largest installa- F a a 
y tions made thus far went into a new | ay : 
p | independent supermarket built on the | means mor e sa €s...Cdsy sq QS... goo pro t 
’ outskirts of Peoria by Hausam Bros. . 
ne Here four cases, three of which ° 
. were open self-serve models for 
p $ frozen foods, pre-packaged meats, | 
e | and dairy products, plus a large | @ e,?@ e e 
, McCray walk-in cooler were installed in addition to your time and service charges 
"A PROFITABLE 28 & Hauer | 
To power these jobs six Copeland 
" aad ” air and _ water-cooled condensing 
a Push Ouer SALE units were mounted on a platform ia 
a oman the partial basement under the mar- | 
fe ON EVERY | ket. Two 1-hp. units, two %’s, and— 0 
FREEZER two %’s were employed. | - 
i And Chuck Hausam, one of the | "4 
SERVICE CALL brothers who operates the market, is | 
Every home freezer now seriously thinking about adding | 
owner needs this) some air conditioning equipment. | ’ 
ees device of If this goes through, perhaps | 
‘a mechanical failures. | there'll be another sale chalked up 
t u, You know the own-| ¢oy this growing firm. Indicative of 
" ot 5ers. They need the) how Baker & Hauser has expanded 
“ ll cates = Seah Sentry, is the fact that it started out in one . 
pooive ediouy sno termovescbeney | araaes home in 1946, then move 
; i a : sie to an 18 by 35-ft. building, and last . 
— with 5 year battery life...100 hour} year into their own 25 by 60-ft. There’s a big market for hardware re- 
h uzzer operation...extra profit margin...write building. ; 
, for complete story. ak aan Ulin & tik 60 dein Wan placement business right in your own 
| JEWETT A 1ATES we first moved into our own build- : : . Assembly 
. 1053 MAIN STREET «~~ 8,n.¥.| ins mes ween, a ie SS Oe = hese say a - eaieiee oe. Se 
t oan,” Samet te pean Se ey. mean poor refrigeration... you can 
n | replace them quickly, easily, profit- “THE LOCK WITH LIVING ACTION™ 
— WHEN IT TRIPS IT GRIPS. 


ably with Grand Rapids Brass pack- 

aged units. In addition to your time Aix 

| and service charges, every $20.00 sale 
| of Grand Rapids Brass replacement 
hardware means $8.00 profit for you! 

Be sure of satisfied customers. Beau- 

tifully designed chrome-plated hinges 
operate smoothiy on self-lubricating 

oilite bearings and stainless steel pins. 

Install these units and insure complete 


INSULATION 


WINDING 
SUPPLIES g 


0 | customer satisfaction. Take advantage Packaged hardware 
of this profit opportunity. See your complete with chrome- 
jobber today. plated brass screws. 


EVERYTHING FOR THE COMMERCIAL OR INDUSTRIAL 
ELECTRIC REPAIR SHOP! 


WRITE FOR FREE, 238 PAGE ILLUSTRATED CATALOGUE 
(On Your Letterhead, Please) 


A DIVISION OF 
CRAMPTON MANUFACTURING COMPANY 
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OVERDUE 


MSFUD & Co. 
AGAIN! 


Ss Min. 
COPR. 1948, KING FEATURES SYNDICATE, Ine 


» WORLI) RIGHTS RESERVED. 


DO BUSINESS WITH 
Y 


THANX AND A TIP OF 
ZA THE HATLO HAT To 5 
a WM. G. KITCHEN, 
BIG /28 NW SIXTHST, 
See OKLAHOMA CITY 
Me OKLAHOMA ¢ 


a => 


This cop has the situation well in hand, and so 
have Carrier Compressors when it comes to keep- 
ing oil from robbing a refrigerant of its cooling 
effect. And that’s mighty important to your 
customers. It means the kind of refrigeration 
installation they want. 


Where ordinary compressors let oil steal into 
the refrigerating coil, Carrier Compressors keep it 
where it belongs —in the crankcase. ‘They accom- 
plish this by a series of Carrier-engineered steps, 
among them: an unusually large suction manifold 

..ago° turn in the gas flow . . . an oil return check 
valve between the suction manifold and the crank- 


case. As a result, they deliver efficient, low-cost 
refrigeration from the start —and year after year. 


For the best job—the kind of job that leads to 
more installations for you—put in Carrier balanced 
refrigeration. Carrier Compressors and Carrier 
Cold Diffusers are designed and precision-built to 
team together for maximum refrigeration at mini- 
mum cost. Carrier know-how, developed through 
long years of research and practical experience in 
the field, assures you of outstanding equipment. 
Write for the Carrier Compressor Catalog CR240 
or the Carrier Cold Diffuser Catalog CR241. 
Carrier Corporation, Syracuse, New York. 
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What’s Wrong With 


Today’s Salesmen 


(Concluded from page 1) 


“The woman, her curiosity aroused, agreed. The conversation 


_ then went something like this: 


in 1947? 


‘“**You remember when we let you have your refrigerator back 
(The question was deliberately phrased this way to 


' put a sense of obligation on the customer, Carden said.) 


“*Yes, I remember.’ 
“ “Have you bought any appliances since?’ 
“*Yes. I bought an automatic washer, a water heater, a 


_ mixer, and a few other things.’ 


“Did you buy any of them in this store?’ 

“ ‘No.’ 

“Did you have any reason for not buying here?’ 

‘““*No. Nobody asked me to buy here.’ 

“*Didn’t you feel obligated to buy here after we let you have 


_ your refrigerator when you needed it?’ 


_ night. 


“STOP THIEF?” 


““No. I paid for it, didn’t I?’ ; 

“*That,’ Carden declared, ‘is convincing proof to me that 
prospects are no good unless they are followed up immediately. 
That woman probably would have made all her purchases here 
if someone had simply asked her to buy.’ 


“‘Salesmen today are afraid to follow up a prospect. When 
one comes into the store and looks interested in an appliance, 
the salesman takes her word that she will come back tomorrow. 
He can think of a million excuses for not going out to see her. 
But she won’t always come back tomorrow. She might drop in 
another store and the salesman there may take more initiative 
in following her up. When the prospect walks out the door, the 
salesman should plan on seeing that woman in her home that 
No later anyway than the next day. 

“*Today’s salesmen, however, won’t learn to do that. They 
would rather wait for her to come back. She might get mad if 
they show up at her house so soon after she leaves the store!’” 

That’s the clue, right there. The younger generation © 
business apprentices, as we’ve observed these latter, have a sense 
of reticence and false modesty which is “socially” becoming i) 
its way, but which is a handicap to their careers. 

How did they get that way? What makes ’em flinch fro” 
asking for the order? 


They were educated that way. For more than two decac 
writers and professors have derided salesmanship, advertisi: , 
and business. The go-getter has been ridiculed and the busine: - 
man scorned. 


The oncoming generations have been taught self-effaceme: 
They’ve been molded into “socially conscious” groups. Indi’ 
dualism has been pounded out of ’em. 


No wonder they’re poor material for sales training course 
The occasional lad who does rise above his negative conditionin 
to become a positive force in the business world ought to be cor 
gratulated and kudoed. 

We shouldn’t give up hope, however. 
human beings. They love fun and excitement. 
fun and excitement! . 

These young fellows can be re-educated. To help do that jo! 
we immodestly offer our new book, “It’s a Great Life.” It trie 


These lads are norm 
And selling « 


_ to capture that spirit of fun and excitement and achievemer 


which is the essence of salesmanship, and infuse it into the mind 
and hearts of young readers. 


And we are not afraid to ask you for the order. Price 


only $2.50. Don’t delay! Order today! 
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CHICAGO —A streamlined move- 
ment of supplies from receiving dock 
to shipping or willcall counter is 
the outstanding feature of the new 
Fred C. Kramer Co. plant recently 
opened at 128-138 S. Paulina St. here. 

The refrigeration, air conditioning, 
and heating supplies wholesaling 
firm had built the new 27,000 sq. ft. 
plant to be able to expand his busi- 
ness to three times its present size 
and still attain greater efficiency and 
speed in handling orders, according 
to president Fred C. Kramer. 

Special feature of the new struc- 
ture is the pipe shop that is said to 
be the first of its kind to employ the 
services of an electric overhead crane 
to move and stack pipe. 

The shop is equipped with the 
latest model pipecutting and thread- 
ing machinery, all served by the 
overhead crane. Special wood block 
flooring is provided for the safety 
of men and materials. The shop is 


Streamlined Handli 


equipped to make nipples to almost 
any length desired, Kramer declared. 
Another feature is a _ self-feeding 


fitting bit 8 ft. high. This Kramer 
designed bin is fed from the top by 
a lift truck but delivers the fittings 


ng Helps Wholesaler Triple Business 


at shoulder height to order fillers, 
thus eliminating ladder climbing. 

There are ample bins for current 
supplies of all standard sizes cf 
brass, steel, and wrought iron pipes 
and fittings, Kramer said. 

The soundproofed general Office, 
measuring approximately 60 by 120 
ft., has all departments located in 


LEFT. At an open house sponsored by 
Kramer Co. guests had a chance to 
inspect its new facilities at close quarters. 


one open room for greater operating 
efficiency. 

According to Kramer, many of the 
time and space saving features were 
the ideas of the company staff. That 
staff includes Harry G. Johnson, sales 
manager, and A. L. Sullivan, plant 
manager. 

The company was founded in 1919 
by the late Fred C. Kramer, father of 
the president. 


comet 


25 Years’ Production Refinements Seen 
Giving Refrigerator Owner More for Money 


NEW YORK CITY — During the 
past quarter century, the household 
mechanical refrigerator has changed 
from an expensive luxury to a fair- 
priced necessity, D. C. McCoy of the 
Frigidaire Div., General Motors 
Corp., told the New York Chapter 
of the American Society of Refrig- 
erating Engineers recently. 

“New models are available for 
every price and purpose,” he said. 
“Families with modest incomes can 
afford a new mechanical refrigerator. 
Good reliable used equipment is now 
available and will be increasingly 
available for those having low in- 
comes.” 

McCoy demonstrated for the group 
the increase in the number of fea- 
tures as compared with the decrease 
in price over the past 25 years. 

“This difference between price and 
features is the true value received,” 
he declared. “If it were possible 
somehow to evaluate features in 
terms of dollars instead of points, 
the situation would be even more 
startling. The increase in price would 
be infinitesimal compared to the in- 
creased value received. 

“The refrigeration industry can be 
truly proud of what it has done to 
furnish the housewife with an out- 
standing piece of equipment at a 
reasonable price.” 

McCoy compared the advantages 
of a 1949 Frigidaire refrigerator with 
1925 and 1926 models. In 1925 a 
9-cu. ft. refrigerator required plumb- 
ing connections because the compres- 
sor was water cooled. The refriger- 
ating system was difficult to service, 
sulphur dioxide was the refrigerant, 
the cabinet was wood, and, in gen- 
eral, the mechanism was clumsy and 
space consuming with many service 
problems. The installed price was 
$725. 

“In spite of all this,” McCoy said, 
“it was an excellent mechanical re- 
frigerator and a surprising number 
of them are still rendering satisfac- 
tory service today. 

“The 1926 model showed a decided 
improvement and was the first ‘plug- 
in’ type as is known today. Metal 
was used in the cabinet, the mechan- 
ism was smaller, doors were full 
length, and service problems were 
decreased. The installed price was 
$520, a drop of $205 in one year. 

“Today's IL-100 Cold-Wall Imperial 
refrigerator, the highest-priced model 
we make, has separate compart- 
ments for frozen and fresh foods, 
sealed rotary compressor, convenient 


cold control, porcelain food compart- 
ment, beauty and styling, a _ full- 
width hydrator for fruits and vege- 
tables, simple ice trays, and the Cold- 
Wall principle of moist storage which 
makes food covering unnecessary. 
Price is $449.75. There are other 
models as low as $189.75.” 

McCoy also pointed out the large 
number of parts necessary to build 
a modern refrigerator. 

“One of Frigidaire’s recent models, 
the MJ-7, requires 247 finished parts 
and assemblies that we obtain out- 
side of our own plant, such as screws, 
wiring, and glass items; 158 more 
items must be secured for conversion 
into 201 finished parts in our plant. 

“When we are ready to start build- 
ing one of these refrigerators, 448 
items must be in the proper place 
on our assembly line, accompanied 
by the necessary men and women 
to put them together.”’ 


Ice Group Prepares To 
Fight Competition of 
Automatic Cube Makers 


WASHINGTON, D. C.—Automatic 
ice cube makers have been recog- 
nized as “vigorous, resourceful, and 
determined” competition by the Na- 
tional Associations of Ice Industries, 
here. 

The association, which says it has 
been studying this new competition 
for more than two years, has rallied 
all its forces to meet this challenge 
to the “most profitable and promis- 
ing part of the ice business.” 


The result is a kit of sales aids, | 


called ‘““Amunition to Meet New Com- 
petition,” which the association has 
mailed to all its members. 

The kit is said to consist of “Ice 
Cost Analysis Sheets’ and an ac- 
companying explanation, ‘Analyzing 
Costs of Making Ice in ‘Automatic’ 
Ice Makers”; a booklet called ‘‘Let’s 
Look At the Facts’; and an over-all 
marketing plan called ‘‘“Meeting Auto- 
matic Ice Maker Competition.” 

The association said that it also 
has prepared a series of positive ad- 
vertisements to be carried in na- 
tional publications in the commercial 
field, and which can be _ utilized 
locally. 

These kits are available to asso- 
ciation members only. 


Little Rock Parts Firm Opens 


LITTLE ROCK, Ark.—Refrigera- 
tion and Electric Supply Co., whole- 
saler of air conditioning and refrig- 
eration supplies, has opened for 
business at 1509 Louisiana St. here. 


Newark Partners Break Up 


NEWARK, N. J.—Joseph Schiller 
has announced that he is no longer 
a partner of Sidney J. Siegel in the 
operation of Jay Refrigeration Co. 
here. Siegel will operate the  busi- 
ness under the same name as sole 
proprietor. 


Weekley Named Head of 
New Jacksonville RSES 


JACKSONVILLE, Fla.— F. A. 
Weekley is president of the recently 
organized RSES of Jacksonville. 

He received the local chapter’s 
charter from J. D. Nall, Miami, vice 
president of RSES International. 

H. R. Vining is first vice president; 
K. Crocker, second vice president; 
W. -W. Wilson, sergeant-at-arms; O. 
O. Johns. treasurer; G. E. Thomas, 
secretary; and E. C. Wood, educa- 
tional chairman. 


Canadian Subsidiary of 
Hussmann To Build Larger 
Plant All on One Floor 


BRANTFORD, Ont., Can.—A new 
and larger plant of Ruddy Freeborn 
Co., Ltd., Canadian subsidiary of 
Hussmann Refrigerator Co., will be 
built on a 26-acre site here, it was 
announced jointly by W. B. McMillan, 
president of Hussmann, and W. J. 
Freeborn, president of the Canadian 
firm. 

The officials said the site had been 
purchased in order to take care of 
the steadily-increasing demands for 
the company’s lines. 

“Construction will commence im- 
mediately on what will be the most 
modern plant on the continent for the 
manufacture of commercial refriger- 
ator cases,” they stated. - 

The factory will be built on the 
unit plan and will be all on one floor. 
Additional machinery, tools, and 
equipment have been ordered for the 
new plant to make it “one completely 
integrated production unit.” 

It was pointed out that the Brant- 
ford company, while merged with the 
American concern, still retains its 
own identity and pursues its estab- 
lished distribution policy. 


3 Incorporate Kalamazoo 
Appliance & Heating, Inc. 


BINGHAMTON, N. Y.— Kalama- 
zoo Appliance and Heating, Inc., has 
been incorporated with capital of 
$50,000. Incorporators are Merton G. 
Derrick, Raymond H. Reynolds, and 
Dorothy B. VanVorce. 


Ba 


‘THERMOSTATIC 
EXPANSION 


at a time. 


an exactly equal supply of refrigerant. 
coil efficiency for maximum refrigeration. 


on request, tells the whole story. 


FOR AIR CONDITIONING 
AND LARGE COMMERCIAL APPLICATIONS 


In the new A-P Model 216 Thermostatic Expansion Valve you have 
_an engineering “package’’ — a single compact unit with improve- 
_ ments that cut service costs and step up performance. For example, 
| you reap the benefits of pressure-limiting overload protection, an 

internal or external equalizer, plus EQUA-FLO distributors. 
| Model 216 with its EQUA-FLO Distributors feeds up to twelve lines 
No line is overfed, none neglected . . . each receives 


WITH OR WITHOUT 


EQUAFZO 


DISTRIBUTORS | 


guar i = 
- ered 


eo 


“New A-P Model 216 with new Pressure Lim- 


iting and EQUA-FLO features. 


Adjustable 


_ superheat. Straight type EQUA-FLO Distribu- 


A-P 


This is the way to get top 
A new bulletin, yours 


A-P MODEL 216 Valve, sweat 
type showing Mushroom 
ternal Equalizer. 


Valve 


Equalizing type right on the job and in the field. 


EQUA-FLO Distributor and Ex- 
is easily converted to Internal 


THREE SIZES: A-P Model 216 Valve is available in Freon 
12 capacities of: 3.6, 7, and 11 tons without Distributor 
— 3, 6.5, and 10 tons with Distributor. 


AUTOMATIC PRODUCS 
COMPANY 


REFRIGERATION AND AIR CONDITIONING 


SEPARATE EQUA-FLO Distributors 
can be joined to Model 216 Valve 
at any time, any place. 

Because the EQUA-FLO Distributor is 
separate from the Model 216 Valve, 
you need not buy or stock a different 
valve for each number of outlets. With 
the A-P method you pick the EQUA-FLO Distributor with the re- 


PARTS + TOOLS + SUPPLIES 


UNITS - 
NE Latest Prices pare 
Wanted Lines qaqa 


Write Today for Your Copy 


Why spend valuable business hours and car expense ml quired outlets, connect it to your coils; then join it quickly and 2450 N. Thirty-Second Street, Milwaukee 10, Wisconsin 
on trips to buy parts? Get fast low-cost delivery easily to the A-P Model 216 Valve. EQUA-FLO Distributors are Senn Oe é 60 bee deh: Qin Qe i ee 
from our large, complete stocks. Airo serves buyers IRD SERVICES available in Straight or Mushroom types, with up to twelve outlets. — ‘ ; = Pe 

in 48 States and overseas. SS A Copyrighted 1949 

| Wholesale Only KF, ot 

i Please Write on Your Letteraead OVER Zk . 


DEPENDABLE 2psgeration Values 


STOCKED AND SOLD BY GOOD REFRIGERATION WHOLESALERS EVERYWHERE... 
RECOMMENDED AND INSTALLED BY LEADING REFRIGERATION SERVICE ENGINEERS 


IRO SUPPLY CO. 


| 2732 N. 


ASHLAND AVENUE *« CHICAGO 14, ILL. 
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50% LABOR SAVER Rising Appliance Sales 
bts o=meeemeee Reported by 28,000 Stores 


For April Lag ’48 Pace 


WASHINGTON, D. C.—April sales 
of independent household appliance 
dealers were 12% higher than in 
March but 14% lower than in April 
a year ago, the Bureau of the Census 
reported. 

Sales in the first four months of 
the year dropped 14% below those 
for the corresponding period of 1948. 

Sales of independent retailers as a 
whole in April rose 5% over both 
March, 1949, and April of last year, 
according to the bureau. Despite this 
gain, retail business in the first four 
months of 1949 was running 2% be- 
Venco One Man Loader hind the comparable 1948 period. 
tn 9 va Easter trade was given most of the 
eliminates a ‘‘strong-arm"’ crew. || credit for the increase in April. 
One man can pick up and deliver || However, the bureau said, the in- 
anything which can be pushed or crease should have been even greater, 


| : ’ considering that Easter came later 
rolled onto the loading platform thie year than ie 3066. 


Easily installed. Capacity 600 lbs. The April report was based on 
Deluxe model shown above data from about 28,000 stores, most 
$119.75. of them in urban areas. Weekly 


| sales volume of the reporting stores 


| ranges from $1,500 to $20,000. 
<ZENCS> VEN CORP. | 


2832 Newell - Los Angeles 26 Supervision of G-E 
rc Works at Bridgeport, 


ee speaking of room Trenton Is Changed 
air conditioners ... 


BRIDGEPORT, Conn. — Harold 


NOW is the heart of the selling Sargeant has been appointed man- 
season! ‘There's gold in them thar ager of the General Electric Co.’s 
hills"—if you dig for it. And pardner, Trenton Works in addition to his 


Remington has the tools to make 
digging easy—the COMPLETE line— 
window units, consoles, 2-134 hp., for 


duties as manager of manufacturing 
for the company’s home laundry 


AC and DC, water-cooled and air- equipment division, C. E. Anderson, 
cooled. Write today for Booklet G-2. division manager, announced _ re- 
REMINGTON AIR COND. DIV., cently. 

CORTLAND, N. Y. Harry Kilbey, former manager at 


Trenton, has been appointed superin- 
tendent of the Bridgeport Works of 
the division, Anderson said. 


““EXCLUSIVE EGYPTIAN Sargeant came to General Electric 


as an assistant foreman in 1920. He 


FRANCHISES WANTED” subsequently was advanced to fore- 


‘ ’ man, then to general foreman and in 
Well-established Egypto-Ameri- 1934 to assistant to the superinten- 


can firm, excellent contacts in dent of the wiring device division. 
Egypt and Sudan desires sole Four years later he was transferred 
agency for domestic and com- to the home laundry equipment divi- 


sion as_ superintendent. He was 
named manager of manufacturing 
of the division in 1946. 


mercial refrigeration and air 
conditioning equipment. Aggres- 


: ‘aie yr areas Box No. 3209, Kilbey joined General Electric at 
ir von itioning & Refrigera- Bridgeport in 1921, and after work- 
tion News. ing in various capacities in the tool 


department, he was appointed super- 
visor of planning and tool design. In 
1942 he became assistant superinten- 
dent of the home laundry equipment 
division and later he was made 
superintendent of the division. He 
was appointed manager of the Tren- 
ton Works two years ago. 


qHAT COUNTS 


SHELL AND 


CON CONDENSER R. J. Bambery Becomes Admiral 
All Standard condenser coils have closely Dir ector of P ublic Relations 


spaced fins which greatly increase the capacity. 


Sizes range from 4 to 5h.p. AS ME approval CHICAGO-—-Seymour Mintz, adver- 
is available on special order. tising director for Admiral Corp., 
Standard also factures a complete line of has announced the appointment of 
receivers. Richard J. Bambery as director of 
Write for Bulletin C-3. public relations. 


STANDARD REFRIGERATION CO Prior to becoming associated with 
332 S. Hoyne Ave., Chicago 12, lil. Admiral, Bambery had his own pub- 


lic relations and publicity agency. 
TANDARD pinay Nit: His past experience also includes 
pearntapectgen peices public director for Patricia Stevens 


coast to coast modeling schools. 


The NewImproved 


“POLAR BREEZ" 
AIR COOLERS 


with the NEW 
AUTOMATIC HUMIDITY 


if handled th tionall ma d and 

you handle e nationally accepted an 

profitable Hall line before the war, you'll be Temperature CONTROL 
glad to know these top quality evaporative 

cooling units are again available with many 


| 


| 
| 
| 


improvements. “POLAR BREEZ" is sold in “Backed by over 25 years in the Industry.” | 


complete “packaged units" in various sizes Formerly manufactured and distributed by the 
for all types ond sizes of business buildings Hall Mfg. Co., Cedar Rapids, lowa. 

and stores. 

Air is purified by a chemical process remove TERRITORIES AVAILABLE 

ing bacteria and algae. Range—2,000— TO PROGRESSIVE, RELIABLE 


25,000 C.F.M. . . . Glass Fibre Filter Cooling 

Pads . . . Self cleaning—no servicing or DISTRIGUTORS AND DEALERS. 

replacement . . . Weather Proof Metal Hous- 

ing . . . Multi-Blade Pressure Type Blower:.. INVESTIGATE NOW! Write, wire, 

Directional Flow Grille . . . Roto-Atomizer or phone for details. Morton Grove 
. Doubles cooling and washing action! 4594. 


AIR COOLING ENGINEERING COMPANY 


DEPARTMENT C MORTON GROVE, ILLINOIS © 


Voltage Ratings Issued by LEI Committee 
Cover Some Household Appliances and Motors 


NEW YORK CITY — Preferred 
nominal voltage ratings for appli- 
ances and motors, as well as other 
equipment operating on alternating 
current systems have been revised 
by a joint committee of the Edison 
Electric Institute and National Elec- 
trical Manufacturers Association. 

This is the first revision made in 
the ratings since 1930, and it was 
necessary, the committee states, be- 
cause of “(1) the upward trend of 
utilization voltages; (2) the increas- 
ing use of high and low-voltage net- 
works, and (3) more complete 
studies of voltage regulation prob- 
lems.” 

Of particular interest to manufac- 
turers of refrigerators and other 
major appliances is the accompany- 
ing table which gives the recom- 
mended design voltages for various 
heating appliances and motor-op- 
erated devices. 

“The column bearing the supple- 
mentary heading ‘(Design)’ indicates 
the voltage which appliance engi- 
neers might well consider as the de- 
sign voltage,” the joint committee 
suggests. 

In addition to the table the com- 
mittee also suggests that selection 
of design voltages for appliances, 
particularly those used in homes, be 
based on the table in the next two 
columns: 

NOTES: 

(a) Includes coffee makers, cookers, egg 
boilers, milk warmers, percolators, toast- 
ers, waffle irons, etc. 

(b) Includes roasters, hot plates, tea 
kettles, ete. 

(c) Includes broilers, coffee makers, egg 
boilers, hot plates, fry kettles, fudge 
warmers, griddles, grills, steamers, 
toasters, waffle bakers, etc. 

(d) Standards known to exist and pre- 
sumed to be satisfactory. 

(e) Experience shows that modern high- 
speed thermostatically-controlled ranges 
and automatic-storage-type water heaters 
for household use perform satisfactorily 
on 4-wire systems when designed for 3- 
wire systems. 

(f) Attention is called to the fact that 
under emergency conditions on electricity 
supply systems, voltages of the order 
of 90 may be encountered. This should 
be taken into account in the design of 
motor-driven devices for automatic start- 
ing and in the application of motors and 
control. 

(g) Motors which are automatically con- 
trolled should start at 90 volts (180 volts). 
This requirement should be provided for 
in the selection and application of the 
motor. 

(h) In general, automatically and fre- 
quently started motor operated appliances 
would have locked-rotor currents at rated 
volts not exceeding 20 amperes at 115 
volts or 25 amperes at 230 volts manually 
and infrequently started motor operated 
appliances would have locked-rotor cur- 
rents at rated volts not exceeding 40 
amperes at 115 volts or 50 amperes at 230 
volts as recommended by AEIC-EEI-Nema 
Joint Committee on Motor Starting Cur- 
rents (EEI Publication No. Q-8, Nema 
Publication No. 116). 

(i) The horsepower rating of these 
motors should so be chosen as to provide 
ample torque at the expected operating 
voltages. 


Newport Steel Claims Profit 
Up for 6 Months Ending April 30 


NEW YORK CITY—Net profit of 
Newport Steel Corp. and subsidiaries 
was $1,845,800.00, after tax provision, 
for the six months ended April 30, 
C. Russell Feldmann, president and 
chairman of the board, has an- 
nounced. (Newport Steel Corp. is the 
parent company of the Universal 
Cooler division). 

The profit compares with $618,000 
earned for the same period in 1948 


and with $1,710,083.00 net profit 


after taxes for the entire fiscal year 
ended Oct. 31, 1948. Sales were $40,- 
206,000.00, up about 22% from sales 
of $33,008,000.00 for the six months 
ended April 30, 1948. 


1% 


{Hours of Use) 


| Classed as }* 


ith Load 
[ Conseed ony om 


y (Appliances | the! Voltages to be Used asa ) 
| such as | 


| Basis of Design Should Be: 


Minimum Maximum 


Light - Long Clocks 110 127 
Medium MediumtoLong’ Refrigerators 110 125 
Heavy Medium to Short Ranges 110 124 
Heavy Short Troners (with cord to 

convenience outlet) 107 122 


Equipment 


Nominal Voltage Voltages to Be Used as 


System Rating a Basis of Design 
Equipment Voltage (Design) Minimum Maximum 
HEATING APPLIANCES 
Cooking Appliances—Table and Counter 
Household—Small(a) ....... 120 118 110 125 
Household—Large(b) ....... 120 118 107 122 
Commercial—Small(c) ...... 120 115(d) 110 124 
Commercial—Large ......... 240 230(d) 220 248 
Commercial—Large (for 
4-Wire Systems) .......... 208 208(d) 193 220 
Heaters—Portable Air ........ 120 118 107 122 
PeMte PAGS oikki esse cv ences 120 120 110 127 
Irons 
TCS Tete eee eee 120 118 107 122 
EE. eiiiudakseaceceekounss 120 115 107 122 
SN eh tees kas nenes 120 118 110 125 
Lamps—Therapeutic .......... 120 120 110 125 
Ranges—Household Type 
For 3-Wire Systems ........... 120/240 118/236(d) 110/220 124/248 
For 4-Wire Systems(e) ........ 120/208Y 118/208Y(d) ead 124/219Y (d) 
Water Heaters 
Immersion—Small .......... 120 118 110 124 
yi ee ee 120 118 110 124 
Tank—Large(e) (for 
3 and 4-Wire Systems).... 240 236(d> 220 248 
SMALL MOTOR-OPERATED APPLIANCES, 
MOTORS % HP. AND SMALLER 
_Automatic-Starting Single-Phase (f) (g) (h) 
Air Conditioners—Room Type 120 115 110 125 
EE i eae kad hee Read 4 120 115 110 125 
GM. Jararvigsk a kawnk bak awaken oe’ 120 120 110 127 
Food Waste Disposers ...... 120 115 110 125 
ee ee 120 115 110 125 
EE aataceeaaec tab wed aes 120 115 110 125 
Refrigerating Devices 
BUBETIMOTOIOLE oiccccicececcs 120 115 110 125 
Compressor Units ......... 120 (115 110 125° 
CL sc akkcdndd eackensveas 120 115 110 125 
Home Freezers ........... 120 115 110 125 
|, ere eee ere ree 120 115 110 125 
WEEE SSdcius ceed enemanane as 120 120 110 127 
Manual-Starting Single-Phase (h) 
Air Conditioners—Room Type 120 115 107 122 
Driers—Clothes .......cse00 120/240 115/230 110/220 122/244 
a ee ee ee ee 120 115 110 125 
Pood Minera .........% reer 120 115 110 125 
Motors—Utility ............. 120 115 107 122 
120/240 115/230 107/214 122/244 
Musical Devices (Motor) .... 120 115 110 125 
BN  ha.Ks HRW RE REA KS 40s 120 115 110 125 
Washers 
SEE ceabctaeciuacee seins 120 115 110 125 
eee ee eee Cee 120 115 110 125 
LARGE MOTOR-OPERATED APPLIANCES. 
MOTORS LARGER THAN *% HP. 
Single-Phase (g) 
For 3-Wire Systems 
Neutral Connected ........ 120/240 115/230 107/214 122/244 
Outside Wires Only ....... 240 230 214 244 
For 4-Wire Systems 
Neutral Connected ........ 120/208Y 115/230Y(i) 111/193Y 124/215Y 
Three-Phase 
For 3-Wire Systems ......... 240 220 214 244 
For 4-Wire Systems......... 208 220(i) 193 215 


SINCE 
1929 
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SUA, CO 


/$ az “replace it right 


dependable for 
HOUSEHOLD REFRIGERATORS and FREEZERS 


For the dependable, trouble-free service you need and 
want for your household refrigeration Replacement Con- 
trols, check first with Ranco. You'll sav 


call-backs—when you install it right 


your Ranco wholesaler to show you the complete line of 


eraftsmen-built Ranco controls today. 


Kanco Duc. 


COLUMBUS 1, OHIO 


e time, delay, costly 
with Ranco! Ask 


AI 


“ CHECK WITH 


Kanto FIRST 


@ specialists in 
refrigeration 


@ dependability 


@ greater customer 
satisfaction 


@ more Ranco controls 
in use 


@ less stock to carry 
@ more profit for you 


World’s Largest Manufacturers of Refrigeration Controls 
more than 20,000,000 controls now in use 
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Sales ‘Just Come In’for Dealer Who Doesn't 
Exaggerate, Gives Service After Warranty 


By C. Dale Mericle 


INDIANAPOLIS—For a man who 
claims, “I don’t go out for sales— 
they just come in,” there must be a 
lot of them coming in, because F. D. 
Gardner, veteran operator of a Huss- 
mann distributorship here, reports 
that sales so far this year are run- 
ning ahead of the record 1948 figures. 

“Sales in April (the latest month 
for which his total figures had been 
compiled) were nearly $8,000 more 
than for April last year. While that’s 
not very much, it’s pretty good con- 
sidering . . ,” admitted Gardner, who 
first got into the commercial refrig- 
eration business here ’way back in 
1922. He’s distributed Hussmann 
since 1929. 

Whether this pace will continue, he 
doesn’t know, of course, but he says 
he’s “reasonably hopeful’ that it 
will. 

And while Gardner declares that 
he “doesn’t go out looking for sales,” 
his crew of six salesmen is kept 
pretty alert for prospects. 


USES DIRECT MAIL 


Intensified direct mail advertising 
does go out regularly from the Gard- 
ner company, even if the boss doesn’t, 
and this, Gardner says, is largely 
responsible for the sales. Not to be 
overlooked either is the fact that a 
man who established a reputation in 
a locality for 27 years in this business 
is hardly an “unknown” or a new- 
comer. 

Most of the direct mail that is 
sent out promotes sales of new equip- 
ment, but reconditioned cases, coolers, 
etc. get a heavy play also. Par- 
ticularly effective, Gardner has 
found, are mimeographed lists de- 
scribing the reconditioned equipment 
he has available, and the price. 

“The description given for each 
piece of equipment is toned down. 
We don’t like to exaggerate the 
quality or condition of this equip- 
ment. Instead we like to write the 
description so it’s not quite so good 
as the equipment itself. This always 
provides a pleasant surprise for the 
purchaser,” explains Gardner. 

“I’ve always operated with the 
philosophy of telling the truth. 
Don’t tell the prospects things that 
aren’t true about the equipment you 
have to sell. This will only get you 
in trouble. I never let my salesmen 
make any false claims about our 


equipment. It’s better to make an 
understatement than to exaggerate.” 

This applies to both new equip- 
ment and reconditioned items, and 
the latter can be a “highly profitable 
source of sales,” he indicated. 

“Tf they’re any good, we recondi- 
tion all our trade-ins and sell them 
with a 90-day guarantee. And we 
don’t hold too strictly to that 90-day 
period, either,” Gardner said. 

“If trouble should develop with 
the equipment in a reasonable time 
after the 90-day guarantee period has 
expired, we go out and repair it just 
as if the guarantee was still in force. 
And the same applies to new equip- 
ment with its longer warranties. We 
think this is an excellent way to 
build repeat business,” stated Gard- 
ner. 

Too many dealers, he _ implied, 
figure that once the guarantee period 
has passed, the customers can expect 
no more assistance from them. 

Because trade-ins are an important 
part of his business, Gardner uses 
considerable care in the bookkeeping 
system involving them. 


GIVES FALSE PICTURE 


“When we take in a box on a 
trade-in we don’t mark it down on 
our books as profits. This would give 
a false picture as to our profit situa- 
tion. Dealers who aren’t careful 
about the way they handle used 
equipment will find themselves with 
a warehouse full of trade-ins and 
consider themselves worth, say $50,- 
000. 


he tried to sell that used equipment 
he’d find he was actually worth only 
$5,000 or $10,000,” says Gardner. 

‘“Here’s how we do it, so we know 
exactly how we stand all the time. 
Say we sell a piece of equipment for 
$1,500 and allow $300 on the trade-in. 
We enter this on our books as a 
$1,200 sale ($1,500 -$300), but make 
no record on the books of the sup- 
posed value of the trade-in. 

“We fill out an inventory card on 
the trade-in, though, so we don’t lose 
track of it. 

“‘Now suppose we find that we have 
to spend $100 to recondition that case 
we took in on the deal, and that we 
finally sell it for $200. This means a 
gross profit of $100 and it also means 
a total sale price on the original deal 


NEW AND 


OUTSTANDING 


in appearance, performance, 
design features and value 


Here is 20 years of air condition- 
ing and refrigeration experience 
combined in a room air condi- 
tioning unit that will stand every 
comparison test...from appear- 


ance to operating components 


to performance efficiency to de- 


livered price. In style and finish 


it “belongs” in all surroundings. 


Completely Brunner-built. Fac- 
tory field and independent lab- 
Oratory tests prove its efficiency. 
Ready for use qn delivery after 
simple power and water line 
connections. Operation is com- 
pletely automatic. 


WRITE TODAY FOR 
LITERATURE 


covering all design and construction 
specifications, performance data, in- 
terior assembly illustrations. 


BRUNNER 
MANUFACTURING CO. 
Utica 1, New York, U.S.A. 


MODEL BAC 59 


Completely designed, built 


and guaranteed by 


of $1,400 ($1,200 plus $200), not 
$1,700 ($1,500 plus $200). 

“This system, which is_ strictly 
legal, always lets us know exactly 
where we stand financially. Our profit 
picture looks just as good, but no 
better, on paper as in fact,” Gardner 
emphasizes. 

Because reconditioning of trade-ins 
is an important part of his business, 
Gardner has extensive shop facilities. 
The firm occupies a large building 
which provides display and storage 
space for many pieces of equipment 
as well as for housing a large sheet 
metal and wood-working shop. In ad- 
dition to refinishing cabinets and re- 
working condensing units, the shop 
builds walk-in coolers, etc. 

The eight-man refrigeration serv- 
ice crew operates out of a second 
building located on a railroad siding. 
This building has extensive ware- 
house facilities, and Gardner shortly 
expects to move the sheet metal and 
wood shops to the warehouse also. 

This move has been planned for 
some time, but Gardner says he’s 
waiting until “business hits a slack 
period.” 


Artcraft Store Equipment To 
Sell General Refrigeration 


BELOIT, Wis.— Appointment of 
Artcraft Store Equipment  Co., 
Kansas City, as distributor for the 
General Refrigeration Div. of Yates- 
American Machine Co. was recently 
announced by K. C. Goodrich, sales 
manager. 

Frank Papin and James School 
are partners in the Artcraft com- 
pany, which manufactures specialized 
restaurant and tavern refrigerating 
equipment. 


HEAT INTERCH 


taelaie + range 
rom V4HP to 20HP 


KRAMER TRENTON CO. Srenton 5, NW. D 
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"DISPLAY CABINETS « ICE MAKERS 
. BEVERAGE COOLERS +» WALK-INS 
- QUICKFREEZERS * MILK COOLERS 

VICTOR PRODUCTS ‘CORP, ) HAGERSTOWN, MD. a 
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“This is on paper, though, and if 


STANDARD DOME COOLERS 
WITH AIR EMITTING IN ALL 
DIRECTIONS. 


PEERLESS 
“AMERICA”? 
CHICAGO 


FRONT VIEW 


of AMERICA, 


DOME COOLER 
An ideal PEERLESS unit for high 


walk-in applications is provided 


unit and then discharged horizon- 


drop down the side walls. Instal- 
lation is a simple operation and 
the unit is a space saver. Com- 


plete with built-in heat exchanger. 


UNIT COOLER 


Completely adaptable for walk-in. 
coolers and all types of fixtures, 
the UNIT COOLER delivers maxi- 
mum cooling at minimum cost be- 
cause it is equipped with the fa- 
mous PEERLESS ‘‘PIE PLATE"’ Coil. 
In the ‘PIE PLATE” all 
and secondary surface, including 


primary 


BACK VIEW 


return bends, is in the air stream. 
There Easy 
installation. 


is no waste surface. 
Complete with built- 


Send for Bulletin No. 
49-M Giving Prices 
and Specifications 


in heat exchanger. 


Inc. 2901 LAWRENCE AVE., CHICAGO 25, ILLINOIS 
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humidity cooling in reach-in and 


in the DOME COOLER. Air is 
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tally along the fixture ceiling to 
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Handling Bar, Restaurant, and Institutional Equipment Offers 
Many Opportunities for Commercial Refrigeration Distributor 


Refrigeration _ still 
predominates at 
Kenyon’s in Peoria, 
but this section of 
the main. display 
with Presley Bas- 
tian and Fred Ken- 
yon, Sr., includes 


PEORIA, IIl.—Institutions, restau- 
rants, and bars offer a lot of profit- 
able repeat business for Kenyon, Inc., 
here, distributor for Tyler commer- 
cial refrigeration, Typhoon air con- 
' ditioners, Servel condensing units, 
and a host of allied products for 
these and the more conventional 
markets. 

“These places will always need 
more glassware, china, utensils, etc., 
and sales of these items help pay 
our overhead,” explains Fred Ken- 
yon, Jr., who with his father, Fred 
J. Kenyon, operates a thriving com- 
mercial outlet here. 


By C. Dale Mericle 


Such comparatively frequent pur- 
chases’ likewise set the stage for 
sales of larger and perhaps more 
profitable equipment to meet these 
customers’ needs for refrigeration, 
air conditioning, bar fixtures, com- 
mercial ranges, and the like. 

Despite Kenyon’s interest in these 
other lines, which have only been 
fully developed since the war, com- 
mercial refrigeration still predomi- 
nates in the organization. At least, 
that was the obvious impression 
created during a recent three-day 
open house staged on a Sunday, 
Monday, and Tuesday. 


not only Tyler open 
cases, but a meat 
slicer, a Columbus 
showcase, and a 
Typhoon air condi- 
tioner. (The condi- 
tioner is in the 
background.) 


Billed as the ‘Midwest Refrigera- 
tion, Restaurant, and Air Condition- 
ing Show,” the event marked the 
formal opening of Kenyon’s new 
show rooms at 721 S. Jefferson St. 

The hundreds of Kenyon customers 
and prospects who visited the show 
room during the openhouse were first 
attracted to the large display of 
Tyler cases which took over most of 
the main display room in front. The 
emphasis was placed on self-service 
open equipment, including a frozen 
food case, dairy and meat case, and 
a vegetable case. 

A Typhoon air conditioner was 


STREAMLINED COOLER LOCK No. 800 


FULLY AUTOMATIC 


[ 


Looks Like a Natural 


Commercial cooking 
equipment and many 
other items for the insti- 
tutional, restaurant, and 
bar business take their 
place beside commercial 
refrigeration at Kenyon’s, 
as this scene indicates. 
That’s Jim Davis of Ken- 
yon, Inc. chatting with 
Mrs. Josephine Ewald and 
Mrs. O. P. Westervelt. 


also on the floor; likewise a Servel 
Supermetic compressor connected to 
a circular glass evaporator. 

Although refrigeration predomi- 
nated the front showroom, space was 
also devoted to a small restaurant 
counter and backbar equipment as 
well as tables and chairs for restau- 
rants or bars. 

Supplies and equipment for bars, 
restaurants, and- institutions were 
set up in the large room opening di- 
rectly off the front display. 

Not. only was the model bar 
(equipped with a Tyler draft beer 
dispenser) in operation to serve beer, 
pop, and the “free lunch,” but there 
were also bar booths set up where 
customers could relax after touring 
the displays and, as frequently hap- 
pened, place an order. 


BARS RECENT INTEREST 


Kenyon’s has been going after the 
bar business seriously only since the 
end of the war, but the firm has 
been interested in commercial refrig- 
eration since the Twenties. 

“My father used to be in the whole- 


| sale grocery business,” recalls Fred 


Kenyon, Jr. “In calling on stores he 
used to see extra equipment lying 
around in the back rooms which had 
been left over from remodeling jobs. 
As a favor to these store owners he 
frequently sold this used equipment 
for them, because he often knew of 
other grocers who needed just that 
item. Eventually it seemed that he 
was always hauling around a carload 
of equipment so he decided to set up 
his own firm handling meat cases, 
scales, slicers, cash registers, etc.” 

The junior member of the firm had 


father in Kenyon, Inc. Fred, Jr., had 
been with International Harvester’s 
industrial refrigeration division, Peer- 
less, and York before the war. 

According to Fred, Sr., “we have 
always tried to put some dignity in 
this business. In the early days the 
fixture salesman would try to do any- 
thing just to get sales. 

“If a salesman found that his 
prospect had finally decided to buy 
from a competitor, the salesman 
would usually try to run down the 
other equipment and other salesman. 
This practice of the ‘good old days’ 
crops up now and then today. 

“Our policy is this,” says Fred, Sr. 
“If we find a prospect has bought 
from someone else we tell him that 
he Fas ‘bought good equipment.’ 
That’s the end of it as far as we are 
concerned, because whenever you 
cast insinuations on the prospect’s 
judgment, as you do if you tell him 
the stuff he bought is no good, why 
you're out-of step.” 

Another point in Kenyon’s policy 
was stressed by Fred, Jr.: 

“Every sale is made with a pro- 
gram behind it.” 

In other words, Kenyon’s is not 
looking for simply one sale to a 
prospect, but instead tries to devise 
a buying program for the prospect 
that will result in additional and re- 
peat sales in the future. 

“We went to a store a while ago,” 
he said, “and didn’t even make a 
sale. In fact, we bought one piece of 
used equipment from the store owner. 
But we did rearrange his store and 
this increased his sales 40%.” 

There’s no doubt that Kenyon, Inc., 
will be thought of first by this store 
owner when he’s in the market for 
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UNIVERSAL IN APPLICATION a broad background in the refrigera- 


EITHER RIGHT OR LEFT HAND tion industry before he joined his (Concluded on next page) t 
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GREATER FLEXIBILITY 
with the New 


“a ase. oe 
SULA ome 


Here is new, modern design in 
soda fountain equipment—design 
that gives you greater flexibility, 
a wider range of equipment to 
‘meet the exact needs for every 
type of fountain installation. En- 
gineered and built by fountain 
specialists of the finest materials 
the new Everfrost Unit-Built foun- 
tain equipment features com- 
pletely self-contained independ- 
ent units which combine into 
attractive sales-building fountain 
line-ups. WRITE TODAY FOR 
COMPLETE INFORMATION ON 
THIS NEW PROFIT MAKING 
EQUIPMENT. 


Good hardware ____ 
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smart looking, built to function 


smoothly and to last a long time. 


White for (iataleg 
MANUFACTURING DIVISION 


ROCKWELL MANUFACTURING COMPANY 


FREEPORT, ILLINOIS 


A perfect companion to Everfrost Fountains | 
the Unit-Built Ice Cream Cabinet. Availabi. 
in a wide range of capacities, each cabine 
is complete with a selection of interchange- 
able syrup pumps and crushed fruit jars. 


ANDERSON & WAGNER INC. ¢ 


- 8701 South Mettler Street + Los Angeles 3, Calif. 7am 
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Used Equipment Business Often Opens Way 
To Sales of New Fixtures In the Future 


(Concluded from preceding page) 
new or reconditioned equipment. 

“You can’t lose sight of used equip- 
ment in this business either,” Fred, 
Jr., emphasizes. “Sales of used equip- 
ment will lead to new equipment 
sales.” 

The firm, of course, reconditions all 
the used equipment it takes in before 
offering it for sale. 

“If we can’t honestly guarantee a 
used case for at least 90 days, we 
smash the glazing assembly and junk 
it. If we decide to junk an old case 
we always make sure to break the 
glazing assembly. Several: years ago 
we once dropped a couple of intact 
junkers on the city dump and six 
months later we had to take them in 
again as trade-ins,” recalls Fred, Jr. 

Speaking of the glazing assembly, 
he also remarked that “it’s surpris- 
ing how little reglazing of cases has 
been necessary in the past 10 years.” 

Reconditioned equipment is sold by 
Kenyon’s to restaurants, bars, and 
institutions as well as markets. 


RESTAURANTS BETTER MARKET 


Restaurants, though, since the war 
have become a much better market 
for refrigeration, both on new and 
used equipment sales, according to 
Fred, Jr. 

“Restaurants are using a lot more 
refrigeration now, and we, of course, 
are prepared to do the complete job 
of outfitting a restaurant with all 
types of refrigeration, food prepara- 
tion equipment, tables, chairs, cutlery, 
utensils, and so forth,” he says. 

This fits in nicely with refrigera- 
tion and was a prime reason why 
Fred, Jr., decided Kenyon, Inc. 
should get into this field in a big 
way right after the war. Up to now, 
at least, the firm has found little 
competition, there being only one 
other restaurant supply house in 
Peoria. 

The Typhoon air conditioning line 
is also somewhat of a “natural” for 
a firm that caters to the restaurant 
and bar trade. And with the complete 
planning service Kenyon’s offers to 
all its customers, air conditioners 
can be neatly worked into the plans. 

Kenyon limits itself to strictly 
package installations of air condi- 


“If it takes ductwork we don’t in- 
stall it,” says Fred, Jr. “Oh, if 4 or 
5 ft. of duct was required from the 
unit to the conditioned space we 
would probably put it in, but no more 
than that. We don’t want to set up 
a sheet metal shop.” 

This does not mean, however, that 


’ the firm is not interested in service. 


In fact, Kenyon’s stresses the round- 
the-clock servicing offered by its 
crew of four men. To handle the 
occasional night calls which come 
through a special switchboard down- 
town, the four servicemen rotate the 
night trick one week at a time. 

“While all our men are primarily 
refrigeration service engineers, they 
can also repair all types of restau- 
rant and bar equipment. 

“We also carry parts in stock for 
every piece of equipment we have 
sold since the war,” he adds. ‘This 
backs up our servicemen and likewise 
makes an excellent sales tool.” 

High quality installations are the 
rule for Kenyon’s, he went on. 

‘“‘We want our men to spend a little 
more time on the initial installation 
because this will avoid callbacks 
later. We also carefully inspect all 
the installations, and on occasion 
have made our men start all over 
from the beginning.” 

And although the men are en- 
couraged to take a little more time to 
do the job right in the first place, 
they can put in installations in a 
hurry. 

“We have completely remodeled 
supermarkets over a weekend.” 

In addition to the four servicemen 
and office help, the company employs 
four salesmen. One was a former 
serviceman with Kenyon’s; another 
was a Kroger Co. real estate expert 
and equipment buyer; the third had 
been a jeweler; while the fourth is 
a former night club owner. 

None of these men, obviously, had 
sold commercial refrigeration or res- 
taurant, institutional, and bar equip- 
ment before they joined this firm. 

“We think is better to take on in- 
experienced men and train them in 
our way of doing business,” explains 
Fred, Jr. ‘“‘This applies to both sales- 
men and servicemen. We think it 
pays off because we've had very little 
turnover in personnel.” 


ie aE 


| It’s a Short Hop from Refrigeration to Bar Sales 


At first glance this might seem 
a typical view of refrigeration 
men at a convention, but actu- 
ally it shows how an old-line 
commercial refrigeration § dis- 
tributorship (Kenyon, Inc., in 
Peoria, Ill.) has branched out 
into the lucrative bar, restau- 
rant, and institutional fields. 
During the three-day open 


house in their new building, 
Fred Kenyon, Sr., seated in the 
foreground with Ray Greene 
(left), assistant general sales 
manager of Tyler, and Fred 
Kenyon, Jr. (tending bar), had 
the display bar in their show- 
rooms in actual operation to 
serve refreshments to the many 
visitors and prospects. 


Some of the salesmen have special 
backgrounds that help them. The 
former night club owner is a 
“natural” when is comes to selling 
equipment to bars and night clubs, 
of which there are a fair number 
in the 50-mile radius around Peoria 
that Kenyon’s covers thoroughly. 

The. Kroger equipment buyer can 
speak with experience and authority 
to the operator of a market, and 
the former serviceman and jeweler 
have their special aptitudes also. 

Selling to bars and restaurants 
naturally requires an intimate know- 
ledge of these types of business, and 
it’s also important to gauge how 
good a risk these establishments 
offer, according to Fred, Jr. 

Kenyon’s always obtains the credit 


rating on such places, but it also 
forms its own opinion. 

“In a restaurant you can look at 
the napkins and silverware and get 
a pretty fair idea whether the pro- 
prietor might be a good risk,” he 
said. 

This distributorship has had no 
trouble obtaining financing on its 
sales. 

“We sell all our paper to the local 
bank with full recourse, and the gen- 
eral tightening up of bank credit 
hasn’t hit us yet. The bank usually 
holds back 10% on us, but sometimes 
on big sales we ourselves will ask 
the bank to hold back 50%. Of 
course, this cuts our working capital 
but we think it’s the proper way to 
do it. After enough has been paid 


in, we get 40% more with the bank 
holding back the standard 10%.” 
Carrying such a wide variety of 
items necessitates a reasonably heavy 
inventory, but the turnover is fairly 


rapid. 
“We carry enough for regular re- 
placement requirements plus one 


complete installation, and figure on 
an inventory turnover every 90 days,” 
explained Fred, Jr. 

And although there are probably 
some 30 or more different brands of 
equipment and merchandise rep- 
sented by Kenyon’s, there are no 
duplicates among the lines. 

“We sell only one line of any item. 
We don’t think you can honestly sell 
competing lines,” contend both the 
Kenyons. 
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With counter top. Can 
be used as check-out 
counter. 


Back to back as island display. 


FOGEL REFRIGERATOR CO. 
ii 5400 EADOM STREET 
PHILADELPHIA 37,PA. | 


- Manufacturers of Quality REFRIGERATORS, 
DISPLAY GASES, and FREEZERS Since 1899 


Model 72UF 
The Most Adaptable Freezer Available 


With illuminated su- 
perstructure with 3 
dimensional pictures. 


With full-length re- 
flecting mirror. 


lighting. 


or without doors. 


5400 Eadom Street, 
Philadelphia 37, Pa. 


Freezers. 


Name of Concern 


~ MORE SALES 
FOR YOU! 


COMPARE THESE FEATURES 


ANGLE VISION is the ‘‘new 
look’’ in freezers—old- 
fashioned flat-tops are out. 


BUILT-IN CONDENSING 

2 UNIT—plug in anywhere 
—for spot merchandising 
or permanent location. 


3 BRILLIANT INTERIOR— 
concealed fluorescent flood- 


we REMOVABLE GLASS 
DOORS—can be used with 


5 AVAILABLE WITH COUN- 
TER TOP—giving addi- 
space if 


tional counter 


needed. 


AVAILABLE WITH INTE- 

& RIOR FULL-LENGTH 
MIRROR—for reflecting 
display. 


AVAILABLE WITH ILLUMI- 

7 NATED SUPERSTRUCTURE 
with 3 dimensional pic- 
tures, 


AVAILABLE, TOO, FOR RE- 
MOTE INSTALLATION OF 
COMPRESSOR. 


2 oe ee ee ee CLIP & MAIL THIS COUPON MS Gt a oe 
FOGEL REFRIGERATOR CO. 


Please send me, free of charge, information checked below: 


(] Information on other Fogel Sure Profit Items. 


Name of Sender. 


Address 


» 


City 
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Need a new bag? 


(quoted from page 9 of this book) 


You may already know all about many 
of the suggestions in this book—but 
keep on reading! The idea in just one 
paragraph may be worth hundreds of 
extra dollars to you every year. 


No matter how much experience you 
may have had, or how many sales train- 
ing courses you may have taken, you 
can always cash in on new ideas. And 
sometimes your old ideas need jarring 
around once-in-awhile. 

To prove this point, a sales executive 
of our acquaintance enjoys showing to 
intimate friends a clipping of an adver- 
tisement which appeared in a certain 
New York newspaper. It was an adver- 
tisement inserted by a luggage firm, and 

its headline says, so help us: 


“Will your old bag do for 


the week end?” 


“It’s a Great Life’’ makes fast reading. The author doesn’t throw pumeomenen 
facts at you; rather, precepts are implanted deftly into the reader’s 
subconscious mind through gay, light-hearted humor and down-to- 
earth realism. He doesn’t preach and he isn’t stuffy. He’s human. 


These 320 laugh-and-fact packed pages are well worth your 


while. Mail the coupon TODAY! 


BOOK DIVISION OF BUSINESS NEWS PUBLISHING CO. 
450 WEST FORT STREET, DETROIT 26, MICHIGAN 


You’re building what looks like a good sales force 
—young men and veterans—who are presumably 
ambitious, confident. 


How long will they stay that way? Do they know 
what selling is all about? 


You probably agree with Mr. Taubeneck—it is a 
great life. But can you infuse your salesmen with a 
real enthusiasm for selling? Can you give them a 
tangible goal? Most important, can you get them to 
sell, sell, sell and work, work, work when the going 
gets tough? 


Can you re-inspire and re-teach your older “sales- 
men” who have been doing everything BUT sell 
for the past eight years? 


No doubt you can, if you work hard enough at it. 
But this delightful new book makes that job easy— 
takes a load off your shoulders. 


You already know how to sell—but do they? Have 
you told them how and why and what and where— 
in detail, patiently? Chances are you haven’t the 
time to do this job properly. Next best thing is te 
give them a copy of “It’s a Great Life.” Let the 
author show them how they can have fun while 
building their personal careers (and your business! ). 


Dozens of books have been written on salesman- 
ship, but they’ve been written by the wrong people. 
Publication of “It’s a Great Life” marks the first 
time that an entertaining writer—who is also a 
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A NEW BOOK by GEORGE F. TAUBENECK 
(Author of the best-selling “One Foot in the Door”| 


THAT TELLS IN HUMOROUS FASHION 


salesman himself-—-has tackled the job of selling 
Salesmanship to salesmen. And he’s done it mag- 
nificently! Pursuing his successful formula which 
has made his “One Foot in the Door” and “The 
Marshal’s Baton” best-sellers in the business-book 
field, Author Taubeneck has illustrated each of his 
major points with humorous anecdotes—thus making 
them easy to remember. 


“It’s a Great Life” is not only breezy and humor- 
ous, but it has been written with painstaking sim- 
plicity. All its original ideas are “spelled out” 
carefully in “man in the street” language. 


Give each of your salesmen copies of “It’s a Great 
Life” to read and to own—and watch the improve- 
ment in his whole outlook on life. Tell your friends 
about it. Read it yourself. It will give you confi- 
dence in the possibilities of your business (and 
maybe you'll find a few new ideas in it which will 
help you run your business better). 


Every sales manager, every dealer and distributor, 
and every manager or owner of a business enterprise 
should see to it that every one of his employes has 
a copy of “It’s a Great Life” for his very own. 
Experienced salesmen will read it for its laughs, and 
perhaps to rejuvenate their own confidence in their 
profession. Neophytes will know, after they’ve read 
it, that their choice of a career has been right. And 
every one who studies it, we feel confident, will pick 
up enough new ideas to repay the original cosi 
($2.50) a hundred times over. 
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Yes! I'd like to have a copy 


of “It’s a Great Life” 


[] Payment Enclosed [J Please Bill Me 
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One of a series from 


by James J. LaSalvia 


TIONING 


Heat Insulation & Sound Control -VI 


EFFECT OF VELOCITY ON 
AIR NOISES 


The effect of velocity on air noises 
can be best illustrated by Fig. 18, 
which shows the noise level for fan 
outlets and a comparison of a 
10 x 10-in. duct being lined and 
unlined. 

From the curve it can be seen 
that a fan having an outlet velocity 
of 1,000 f.p.m. would have a noise 
level of about 55 decibels and at 
800 f.p.m. about 50 decibels, which 
is about the point at which a fan 
should be selected for stringent cases. 


With regard to the duct, it can 


readily be seen from the curves that 
a reduction of about 11 decibels can 
be obtained in using a lined duct 
instead of one unlined when keeping 
the velocity constant. 


COMPARISON OF DIFFERENCE 
IN NOISE LEVEL 


The comparison of differences in 
noise level between various sounds is 
shown on Chart 1. In general this is 
of value only as a comparison be- 
tween typical sounds. The noise level 
of any equipment is dependent in a 
large degree upon the character of 
the room in which it is operating. 


(To Be Continued) 


Chart 1—Typical Sound on Decibel Scale of 1,000 Frequency 


. . . . 
Fig. 18—Noise Levels Increase with Velocity 
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120 Threshold of painful. 
110 Airplane at 20 ft. Deafening 
100 Riveter at 30 ft. 
Inside of subway car. 
Inside of airplane. 
90 Elevated train (from street). Distracting 
Automobile horn at 30 ft. A 
Fire siren at 75 ft. r. 
80 Average machine room. 
70 Stenographic room. 
Average music. 
Average equipment room. Noisy 
Busy street. 
60 Noisy office. 
50 Average office. 
Average restaurant. Average 
_ 40 Average residence. Quiet 
Quiet office. Conversational 
speech 
30 Min. residence interior. Extremely 
Rustling of paper. quiet 


20 Average whisper at 5 ft. Obtainable only in 
10 sound-treated 
0 Threshold of audibility. rooms 
> db 
™”, 


| AMMONIA 
OlL SEPARATORS 1919 


LIQUID RECEIVERS 
| HEAT EXCHANGERS 
Select the PIPE AND FIN COlLs 
items you = DRY-EXWATER CHILLERS 
ere inter- 
ested in, EVAPORATIVE CONDENSERS 
HI-PEAK WATER COOLERS 


FREON SHELL AND TUBE 
CONDENSERS 


FREON SHELL AND COIL 
CONDENSERS 


BLO-COLD INDUSTRIAL 
UNIT COOLERS 


ACME INDUSTRIES inc. 
JACKSON, MICHIGAN 
Representatives in principal Cities 


S. E. McPartlin, Insulation 
Pioneer, Dies at 74 


EVANSTON, Ill.—Stephen Emmet 
McPartlin, a pioneer in refrigeration 
insulation, died here on June 12 in 
the St. Francis hospital after a two- 
year illness. He was 74 years old. 

McPartlin was founder of the 
Union Insulating Co. of Chicago and 
was president of that organization 
until 1947 when he retired. Prior to 
setting up his own business, he was 
sales manager of the Union Fiber 
Co. of Winona, Minn. He was a mem- 
ber of the original board of directors 
of the Celotex Co. 

He is survived by his widow, a 
daughter, and three sons. 


York Appoints Pettus 


MOBILE, Ala.— The York Corp. 
has announced the appointment of 
Pettus Refrigeration Co., Inc., 53 N. 
Washington Ave., here, as distribu- 
tor of York air conditioning and re- 
frigerating equipment for Mobile and 
trade area. 


5354 S. Kirkwood Avenue 


Send your shaft problems to us! For more than 20 years we have 
been making precision shafts of all types for air conditioning and 
refrigeration compressors. We offer you the experience, the skill and 
the facilities to produce exactly the kind of shaft you need. Send 


blueprints for quotations on any type of shaft you may need. 


MODERN MACHINE WORKS, INC. | 


Cudahy, Wisconsin 


every inch has the same uniform quality! 


@ When you order DRYSEAL Refrigeration Tube, 
you can be sure of fine, uniform quality in every inch 
of every length you buy. 

DRYSEAL Copper Refrigeration Tube is uni- 
formly soft, so that you can bend and flare it easily. 
It has a new type of mechanical end seal that perma- 
nently keeps the interior of the tube clean and dry; 
and the seal is compact enough to pass through any 
opening large enough for the tube itself. In addition, 
DRYSEAL is made to new, more economical dimen- 
sional standards. And it comes to you in a new 
package that protects the tube, keeps it bright and 
clean, and is readily identifiable in stock. DR YSEAL 
Tube comes in sizes from 1%” to 34” O.D., and is 
packed two 50-foot coils to a package. 


Next time you buy refrigeration tube, ask for 
REVERE DRYSEAL by name. You can get prompt 
delivery from leading distributors throughout the 
country. 


REVERE 


COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Avenue, New York 17, New York 


Mills: Baltimore, Md.; Chicago, ll.; Detroit, Mich.; Los Angeles 
and Riverside, Calif.; New Bedford, Mass.; Rome, N. Y.—Sales 
Offices in Principal Cities, Distributors Everywhere. 
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Exhibits at Retail Grocers Convention 
Put Emphasis on Self-Service Equipment 


CHICAGO — There was a heavy 
emphasis on self-service equipment in 
the refrigerated fixture exhibits at 
the exposition at Navy Pier here 
held in conjunction with the Golden 
Jubilee convention of the National 
Association of Retail Grocers. 

There was a good representation 
of refrigerated equipment producers 
present, and a wide variety of prod- 
ucts designed to stimulate consumer 


some models of its frozen food mer- 
chandising cabinets, and also made 
available literature on its line of 
beverage coolers, sectional walk-in 
refrigeration rooms, and other items. 


Case Departmentalizes Items 


; A new 3-door reach-in refrigerator 
was the big “‘new item” in the exten- 
sive display of Frigidaire products. 


This new reach-in model would have 
special application for the grocer who 
would like orderly departmentaliza- 
tion of some of the items he has to 
keep under refrigeration. 

Also shown was the new commer- 
cial ‘‘Meter-Miser’” compressor with 
the rectangular case, particularly 


adaptable to commercial refrigerator 
—_~> 


buying and improve store operations. 
The following is a brief descrip- 

tion of some of the equipment dis- 

played at the Grocers exposition: 


Victor Has Frozen Food 
Cases 
Victor Products Corp. displayed 


GENERAL 


BREAKS 
THE 
PRICE 


: ee eee lo Get More of Your Business 


MM 4 FUL VISION CASE — 


at $939,°° 
: net, F.O.B. N. Y. 


4’ Ful Vision Case, Triple Ther- 
mopane Glass. Coils Hooked 
Up, Valve Installed. 


V4 H.P. air-cooled unit of standard manufacture $54.00 


GENERAL REFRIGERATORS CORPORATION 


678 Broadway, New York 12 Gr. 3-1222 


bu Ube SPE 


of you have... 


THE Wee SUPERIOR Type 1281 Valve 


on your service cylinders 


Here's another SUPERIOR “‘First’"—a small service cylinder 
valve, incorporating a spring-loaded safety device—set to 
relieve excessive pressures caused by heat or overfilling— 
reseals at normal pressures, saving refrigerant and reducing 


hazard. ‘ 

Recommended for 5 and 10 pound cylinders, for use with 
any type of refrigerant. 

Why not specify SUPERIOR type 1281 valves when you 
order service cylinders from your Wholesaler . and be 
sure to use them for all replacements. You'll be SAFE all-ways! 


Ask your Wholesaler for further details 


Sup 


1509 WeEsT 


cabinets of all types. 

Frigidaire’s recently introduced 
open-type refrigerated produce case, 
new beverage cooler models, and a 
store air conditioner, were also on 
display. 


Produce Arranged on Slope 


A nearly complete set up of open- 
type display cases for food stores 
was shown by Tyler Fixture Corp. 
This included a new wide-style open 
case for self-service meats, featur- 
ing a hot gas defrost system; and a 
new wide-style open produce display 
case. Design of this latter model is 
such that the produce can be pitched 
up the slope of the display section 
and still be kept completely refrig- 
erated. 

Other cases shown by Tyler in- 
cluded a 3-decker open combination 
meat and dairy case, and a self- 
contained open frozen food case. 
Also displayed was the Tyler line of 
shelving and checking counters. 


‘Kold Cell’ Model Shown 


Attracting attention in the Baker 
Refrigeration Corp. booth was a 
small display model of the Baker 
“Kold Cell” locker unit. This is a 
“warm room” locker unit, built in 
sections that provide a range of 70 
to 320 lockers. The Kold Cell can be 
installed almost anywhere, and does 
not become a part of the building. 

Baker also displayed “Freon” and 
ammonia refrigeration compressors, 
and the Bakeraire store air condi- 
tioner. 


Coolerator Offers ‘Test’ 


Coolerator Co., displaying its model 
F-151 and model FG-161 Thermopane 
freezer merchandising cabinets, was 
promoting these products with a 
special booklet designed to show the 
small grocer the advantage of putting 
in a frozen food case. The booklet 
asked the grocer “why not arrange 
for a test in your store?” with no 
obligation to the grocer in any way. 

“As long as you do not have a 
frozen food department, you are forc- 
ing your customers to buy part of 
their needs from your competitor— 
and when they go elsewhere for 
frozen foods they may make that 
visit their one stop for the day.” 


Units Handle Specialties 


Two open-type display cases for 
the merchandising of frozen foods 
and ice cream products and special- 
ties, models OT-10 and OT-20, were 
displayed by Refrigeration Corp. Div. 
of Noma Electric Corp. 


Unit’s Glass Front Slants 


One of the more “different” pieces 
of refrigeration equipment shown at 
the Grocers’ show was Super-Cold 
Corp.’s model 100-10 produce display 
case with sliding glass doors on the 
slanted display front. 

This model has two principal ap- 


‘Controlled’ Fog Moistens Produce 


Pre Kool, Inc., which stressed this case in its display, claims moist air 
rises from rear, is deflected over produce, and drawn through screen at 


bottom. 


plications (1) in localities that ban 
the open-type or self-serve display 
case (2) for the small groceryman 
who wants a case in which he can 
keep produce stored overnight, per- 
mitting him to buy in quantities, etc., 
and at the same time realizing the 
advantages of a self-service case. 

Super-Cold Corp. claims its ‘“Moist- 
ureizer” coiling system maintains 
full water content, making spraying 
or sprinkling unnecessary to keep 
produce in top condition. Model 100- 
10 is also adaptable for dairy and 
delicatessen displays. 

Super-Cold also showed other dis- 
play case models, and its “Sales- 
master” line of reach-in wall refrig- 
erators for food stores. 


Superstructure Role Cited 


Three of its “frozen food merchan- 
diser’” cabinets were displayed by 
Kelvinator. These are featured by a 
“point-of-sale” superstructure in 
which concealed fluorescent lighting 
provides full illumination for 3-di- 
mensional pictures, with item and 
price strips also in full view. 

Models shown include the KM-86 
with 2.63-cu. ft. capacity; model KM- 
178, with 5.11-cu. ft. capacity; and 
model KM-400, with 11.93-cu. ft. ca- 
pacity. ; 


Open Model Comes In 2 Sizes 


Hussmann Refrigeration, Inc. spot- 
lighted its model ODM self-service 
display case, designed for the display 
of meats, produce, or cheese. This 
model comes in standard 7-ft. and 
11-ft. lengths, and is adaptable to a 
continuous display in line. 

When used in the meat department 
a partition separating top from bot- 
tom is used to assure proper refrig- 
erated conditions. This partition is 
an extra and is not required when 
the case is used for other products. 

In this model the lower storage 
compartment doors are recessed, with 
hardware flush with doors, for 
streamlined appearance. It is equip- 
ped with cart-guard rail which pre- 
vents damage to lower doors and 
panels. 

Hussmann also showed its new 10- 
ft. open-type frozen food display case. 


Stores Use Home Freezers 


International Harvester Co. dis- 


played its home freezer cabinets and 
household refrigerators. 
at the booth explained that some 
dealers had reported some _ success 
in merchandising the freezer cabi- 
nets to stores for the merchandising 
of frozen foods and ice cream. 


‘Small Store’ Case Displayed 


Its “triple-play combination” dis- 
play case for ‘the small store with 
supermarket volume ideas,”’ was fea- 
tured by the McCray Refrigerator 
Co. This model—-GQ-8—combines a 
double-duty meat case with a self- 
service section at the lower front. 

Purpose of the case is to combine 
a maximum of impulse buying with 


a maximum of convenience for the — 


store operator. 

The McCray ‘“Koldfio’”’ refrigera- 
tion system is used in this case, and 
the company states that tempera- 
tures of 35° to 41° F. are held on 
the shelf in the self-service section, 
and 40° to 44° F. 10 in. above the 
shelf. The shelf in the self-service 
section is 9% in. above the floor. 

Also on display was the model 
DF-8A McCray redesigned frozen 
food case. This model now has hold- 
over cold plates, more illumination, 
and an adjustable shelf which keeps 
products moving towards the top. 


Condensing Unit Space 
Saved 


American Steel & Iron Works, 
whose main line in the ‘“Storack” 
adjustable steel storage racks, had 
a special item for the refrigeration 
field in the form of a special “con- 
densing unit rack,” for the mounting 
of one condensing unit over the other 
to conserve space. 


Unit Keeps Produce Moist 


A wide line of refrigerated fix- 
tures was shown by The Warren Co. 
Prominent among them was the new 
model WODD-8, a new display case 
of the wide type, with two identical 
open decks of refrigerated space for 
dairy products and_ delicatessen 
meats. 

The model WODD-8 on display at 
the Grocers’ show was fitted with 
a porcelain canopy with mirror and 
Slimline fluorescent lights, this extra 


(Concluded on next page) 


60 MODELS and TRADITIONAL SHERER QUALITY—BUILD A BETTER DEALER BUSINESS 


Sherer Model 2508M is another outstanding ex- 
ample of the design advantages that spell out 
E-X-T-R-A S-A-L-E-S and are found in all 60 ee 
Sherer models. Sherer keeps ahead by anticipating 
the needs of users and creating models to fit them 
Sherer Refrigerators are 
attractive to food market operators and display 
merchandise effectively to their customers . . 
build sales and attract new customers. 


most advantageously. 


. they 


- SHERER-GILLETT COMPANY _ 


You'll find Sherer Refrigerators easier to sell be- 
cause of their top performance record everywhere 
a record that earns the title of “Leadership 
Line.” You, too, can keep ahead with the Line 
that’s more profitable to sell because it leads in 
styling, quality, economy... 
building for the retailer. 


. as well as in sales- 


Attendants. 
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Predidls Shown at Grocers Convention-- 


(Concluded from preceding page) 
piece affording a top display for 
associated food items. Display-guard 
front on this model is double-glazed, 
positively dehydrated. 

Another unusual model shown by 
Warren was the model RCV-8, which 
has three “departments.” These are: 
self-service top compartment for 
dairy products, open center compart- 
ments for produce, and hinged-door 
storage in the bottom. The produce 
section display makes use of War- 
ren’s ‘“Dew-Maker” action, which 
circulates a cold, moist atmosphere 
throughout the entire display. 

Also shown was model DS-8, a con- 
ventional display-and-storage case, 
equipped with the Warren automatic 
hot-gas defrosting device; and model 
OL-8, an open frozen-food case, with 
stainless-steel plate-coil partitions, 
automatic hot-gas defrosting, and 
positive temperature control. 


Cabinet Rolls on Wheels 


A “mobile special’ frozen foods and 
ice cream merchandising cabinet fea- 
tured by Ace Cabinet Corp. display. 
Of open-top type, the display cabi- 
net is mounted on heavy duty, ball 
pearing rubber wheels, uses a 14-hp. 
hermetic unit and comes equipped 
with superstructure using three-di- 
mensional pictures. The unit is of 
7.5-cu. ft capacity and is 58 in. high 
including superstructure, 53 in. long 
at the base, and is 27 in. wide. 

Also shown was a “full vision” low 
temperature display cabinet of 9.3- 
cu. ft. capacity and designed to hold 
360 standard 1-lb. frozen food pack- 
ages or 300 square pint ice cream 
packages. Unit uses a ‘%-hp. her- 
metic unit and has an over-all height 
of 62% in. A feature of the super- 
structure is a mirror in the lower 
part of the superstructure which re- 
flects the packaged goods displayed. 


Glass Aids Label Display 


New display features and a plate 
defrosting device were shown in the 
new Model 707 frozen food display 
cabinet of Federal Refrigerator Mfg. 
Co. Through the addition of a glass 
plate in front of the display wells 
and separated from the Thermopane 
front glass, frozen food packages 
can be given a “full label” display 
in Federal’s new cabinet. 

The defrosting device, which is a 
removable metal shield over the top 
portion of the separator cold plates, 
can be defrosted quickly by remov- 


ing and using hot water to remove 
accumulated frost. The unit is open- 
type, employs cork insulation and is 
equipped with a superstructure. 

Federal also showed their model 
3307 triple-deck -dairy case. The case 
uses forced, air circulation and all 
three shelves are refrigerated. The 
third unit displayed was a 90-cu. ft. 
wall dairy and beverage case. Doors 
of this case are glass of Thermopane 
construction. 


Foot Operates Door Lock 


First showing of the new “Speed- 
line” series of openview display cases 
pointed up the display of Ed Fried- 
rich Sales Corp. The new line has 
curved ends of metal stripping giving 
the cases a streamlined look. The 8-ft. 
open-type frozen food display case 
is available in self-contained and re- 
mote models. 

The new line makes use of a new 
valve which allows defrosting several 
times a day automatically. The new 
display case, porcelain inside and out 
as is the entire line, has a “case 
within a case” aluminum lining. 

Another new feature of the line is 
a foot-operated door lock for bottom 
storage compartments. The new lock 
eliminates the use of outside hard- 
ware on the doors. 

Shown in addition to the new 
frozen food display case in the Fried- 
rich line was their two-shelf meat 
and dairy case, the three-decker, 8-ft. 
dairy case, and the fruit and vege- 
table open display cases which are 
of ‘endless’ construction and are 
available in 8-ft. and 11-ft. sizes. 


Case Provides Night Lid 


Three units were shown by Frigid 
Units, Inc. The 6-ft. open-type ice 
cream and frozen food display case 
has a “backbar” superstructure and 
comes equipped with a night lid for 
off-period covering of refrigerated 
space. 

The 18-cu. ft. frozen food display 
cabinet is of conventional design and 
comes equipped with superstructure. 
Also shown was a 5-ft., double-duty 
dairy case. This unit has understor- 
age facilities. 


Cabinet Porustis Varied Use 


A combination meat, dairy, and 
delicatessen display case, model 256- 
SS was shown by C. V. Hill & Co., 
Ine. The case, of add-a-unit con- 
struction, is 6 ft. 2 in. long and has 
a double glass front. Constructed with 


STEP UP PROFITS 


With P-W' Ele Dough Cabinet 


New “P.H” Dairy and 
Delicatessen Cases available 
in 5 models, 20 to 90 cu. ft. 


left-over losses 


1, Greatly reduce 


84 Trays 


Model T-84 18” x 251,” 


PORCELAIN EXTERIORS and INTERIORS 
STAINLESS EXTERIORS also Available 


The new Puffer-Hubbard all-porcelain Slo-Dough Cabinets with 
patented Grad-U-Matic Air Conditioning for the correct con- 
trol of both temperature and humidity provide the most effi- 
cient dough retarding for all baking purposes. They will quickly 
pay for themselves in savings in time and labor and enable you 
to step-up profits. Available in 3, 6 and 8 door models, they: 


4, Assure oven-fresh 
goods at all hours 


7. Relieve week-end 
rushes 


Case Allows Display of Associated Items 


Model WODD-8, on view at the Warren Co. booth, helps grocer place 
delicatessen meats and dairy products close together, thus stimulating 
larger purchases by patrons. 


two shelves, rack in the bottom shelf 
can be raised or lowered 2 in. Both 
top and bottom shelves are illumi- 
nated. 


New Iceberg Units Awaited 


The series 600 frozen food locker 
unit was being demonstrated by 
Iceberg Lockers, Inc. No new features 
on the series was announced by the 
company at this showing, although 
new models will be announced 
shortly, according to company spokes- 
man. 


Mist Flows Over Produce 


A claim of complete fog control 
for their self-service produce display 


cases was claimed by Pre Kool, Inc. 
Said to eliminate losses from product 
dehydration, the new unit uses a 
forced convection and a refrigerated 
“aerated mist” flows over and 
through produce, it is said, to prevent 
dehydration. 


The refrigerated mist is drafted 
upward at the rear of display area 
and is turned over produce through 
use of a deflector. The “fog” is 
drawn through a screen at bottom of 
display area. 


Movable trays in the unit provide 
three display levels. The cases of 
steel construction are covered in 
Monel. Cases are of endless con- 
struction and come in 10 and 15-ft. 


lengths. There are two heights avail- 
able, the lower featured for “island” 
use. 


Cabinet Can Fit Others 


A self-serve open display case, 
model UL 2610, was shown by 
Sherer-Gillett Co. The case is 10-ft. 
long and can be joined to additional 
sections as needed. 

Use of the “atomized air’ direc- 
tional flow principle, the Sherer- 
Gillett case circulates refrigerated 
and humidified air over the produce 
and through the storage space. 

The case also has “duo fan” 
equipped coils, heavy-duty chrome- 
plated brass hardware, exterior porce- 


lain front, full-length fluorescent 
lighting, a full-length mirror over 
produce display, and adjustable 
shelves. 


Viking Exhibits Full Line 
Viking Refrigerators, .Inc. were 
showing their current line of dis- 
play cases including the V-10 all-pur- 
pose display case. This case and the 
V-7, also shown, come in 10-ft. 
lengths. The model CC-90 “Crispy 
Cold” vegetable display case was 
shown in the standard length of 7 ft. 
6 in. for this model. Completing the 
Viking display were the model V-9 
double-deck dairy case and the model 
V-4, a double-duty display case. 


Glass Cover Is Convertible 


Two new frozen food cabinets were 
shown for the first time by Author- 
ized Cabinet Co. These were the 
model ACCO 20, an open display 
cabinet which comes equipped with 
glass lids for “convertible” display 
feature. 34 in. in height (56% in. with 
superstructure) the cabinet is rated 
at 20 cu. ft. capacity. It is powered 
with a %-hp. Kelvinator unit. 


O. L. Easterbrook 
President 
Marquette Equipment Co., Peoria, Ill. 


This new automatic defroster is a worthy companion to the famous Penn 
270 Refrigeration Control, with its 2-pole contact structure and sight-set 
calibrated scale — the control which has set a new standard of performance 
in the industry. Ask your wholesaler — or write now for detailed informa- 
tion about the Series 321 and Penn’s complete line of refrigeration controls. 
Penn Electric Switch Co., Goshen, Indiana. Export Division: 13 East 40th 


organizations of the area. 


Newest addition to the Penn line 
is the Series 321 Hot Gas Defroster 
which automatically defrosts refrig- 
eration coils at regular intervals, with 
a minimum effect on the temperature 
of the stored products. This new 
Penn product, in successful use by 
original equipment manufacturers, is 
now available to installers and serv- 
ice engineers through regular trade 
channels. Throughout the field of 
commercial refrigeration there is a 
waiting market for this automatic means of keeping coils efficiently free of frost. 


Outstandingly successful operators in 
the field of refrigeration Messrs. 
Easterbrook and Roth join in this 
tribute to the quality and the repu- 
tation which Penn refrigeration con- 
trols enjoy among service men. Their 
firm, The Marquette Equipment Co., 
Peoria, Illinois, is one of the leading 


Bryson H. Roth 
Vice President 
Marquette Equipment Co., Peoria, lil. 


2, Permit additional 
bakes at any time 


5, Eliminate night 
work 


8. |mprove eating 


nie Street, New York, U.S.A. In Canada: Penn Controls, Ltd., Toronto, Ontario. 


3. Make rush orders increases 


easier to handle 


6, Simplify produc- 
tion schedules 


9, Greatly 
sales. 


UFFER-]JUBBARD | rooms | soo 


COMPANY 
Established 1898 


MANUFACTURING 
Grand Haven, Mich. 


MANUFACTURERS OF REACH-IN CABINETS, DAIRY-DELICATESSEN CASES, BEVER- 
AGE COOLERS, DOUGH RETARDERS, FLORIST CABINETS AND WALK-IN COOLERS 


AUTOMATIC CONTROLS 


FOR HEATING, REFRIGERATION, AIR CONDITIONING, PUMPS, AIR COMPRESSORS, ENGINES, GAS RANGES 
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How Can Industry Expand Export Volume 
In Face of World-Wide Dollar Shortage? 


By Eugene Hesz, International Market Analyst 


Again and again the American 
manufacturer of air conditioning and 
refrigeration equipment puts these 
pertinent questions to us: 

“How can we use those interesting 
foreign markets when so many of 
them are suffering under an acute 
dollar shortage?” 

“How is it possible to go into this 
business and still conduct one’s af- 
fairs with sound business methods, 
fully guarding the interests of the 
company, its shareholders, and all 
that it represents in the American 
economy ?” 

“Is it not so much easier to give 
still better service to our broad 
domestic markets and delay inter- 
national business until better times, 
in the world markets, are here 
again ?”’ 

The answer to these questions can 
only be given when _ international 
trade in general and the special role 
of the United States, as the strongest 
member of the family of nations en- 
gaged in international trade, is 
evaluated and recognized as today’s 
dominant factor in world economy. 

What has made the western Euro- 
pean countries, prior to the two de- 
vastating world wars, so strong fi- 
nancially, and how was it possible 
for them to retain for so many years 
their economic welfare despite the 
natural limitations of the countries 
and the relatively small size of many 
of their national resources? 

Those European countries, led by 
England’s initiative, went out into 
the world markets; they took the 
large risks involved, and thus made 
it possible to bring about, on a 


broad scale, the importation of 
foreign raw materials which were 
paid for by the export of the finished 
product—machines and other capital 
goods or consumer goods ready for 
the market. 

America was thrust quite suddenly 
after World War I into the role of 
the world financier, practically iden- 
tical with the role as supplier of 
finished equipment to those countries 
that were starving for our modern 
machinery and other commodities. 

It is little wonder that in that 
period, between the wars, the most 
serious mistakes in our capital ex- 
port policy have been committed. 

Whereas England has for many 
years exported machinery to under- 
developed countries and has, in ex- 
change, where liquid money or needed 
raw materials have not been avail- 
able, taken an active interest in the 
young industry of the customer coun- 
try, the United States’ young finan- 
ciers have followed a different tactic. 

Credits were given in large 
amounts, but in a lesser degree to 
countries waiting for industrial de- 
velopment than to highly developed 
nations in western Europe who were 
partly unable and partly unwilling 
to recognize their duty of repayment. 

The master-mind which developed 
the successful strategy of doing 
business with a partially developed 
foreign country and reducing the 
risk by clever participation has been 
the British businessman who at this 
very moment is, despite his limited 
means, again embarking upon this 
very successful export policy. 

Of course, sometimes losses must 
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and a quick OK on the job _ 
specify Kno-Draft, a . 


FREE LITERATURE 


How to Balance Air Delivery of a System of 
Manifold Air Diffusers. Reprint of a paper presented 
at 55th asHve Meeting describes method of determining 
in advance the damper setting for each outlet so as to 
apportion total air delivery among the outlets in the 
ratio intended or required. Application is demonstrated 


by examples. 


These Kno-Draft features 
not only speed installa- 
tion but they eliminate 
the tough job of figuring 
everything about the air 
movement in advance. If 
people or partitions are 
relocated while the job is 
in progress, you can ad- 
just to meet the changes 
in a jiffy. A screwdriver 
adjusts the three suspen- 
sion bolts for any angle 
of air discharge from horizontal to vertical. (Fig. 
4). The single annular air stream permits immedi- 
ate and accurate velometer reading (Fig. 5). A 
twist of the wrist regulates the air volume (Fig. 6). 


for fast installation: 


the completely adjustable 


air diffusers 


Features like the self-contained inner unit (Fig. 1) 
and the HD set-lock assembly (Figs. 2 & 3) speed 
your work along. They are especially handy where 
ceilings already exist. It’s a simple job to remove 
the inner assembly, attach the outer cone to collar 
or duct and reassemble the diffuser. The outer cone 
slips over the suspension bolts and is secured by a 
slotted washer which keeps the spring loaded catch 
in compression. 


Fig. 4 


a Handbook on air diffusion shows how you can get top efficiency 
from an air conditioning system, cut installation time and get off 
the job faster. Please write Department A-20. 


—————— 


Air Purification 
Air Recovery 


Air Diffusion | 


112 East 32nd Street CC ONN Oras New York 16, N.Y. 
IN CANADA: Douglas Engineering Co., Ltd., 190 Murray Street, Montreal 3, P.Q. 
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by incurred and may even run into 
important figures. The total invest- 
ment of the British capitalist in 
Chinese loans alone, based upon the 
exterritorial rights in the large 
Chinese harbors, amounted to over 
5 billion dollars before the outbreak 
of the Chinese-Japanese War. Owing 
to political events which have taken 
place since, the greatest part of this 
enormous amount may have to be 
written off entirely, and may never 
be recovered. 

But how does the other side of the 
ledger look? For over 50 years Eng- 
land has been carrying on a magnifi- 
cent trade with those very Chinese 
trading centers, and, even if the total 
capital must be written off as loss 
at present, there can be no doubt 
that the actual financial profits dur- 
ing all those years have by far sur- 
passed the invested capital and have 
constituted, in effect, a full repay- 
ment of the risked capital, with in- 
terest. 


ONLY ONE OF MANY 


But we must never forget that the 
Chinese business was for the British 
exporter only one venture out of 
many. If we only think of the enorm- 
ous investments in Australia, New 
Zealand, South Africa, not to mention 
the stupendous transactions involving 
export and import between England 
and India, it may, without exaggera- 
tion, be asserted that the Chinese 
business of the British manufac- 
turer and importer has played only 
a minor role in the total picture. 

Certainly, we cannot compare fully 
the position of the United States, a 
country with concentrated economic 
power and without foreign dominions 
of comparable size to those of Great 
Britain. However, let us look at the 
figures of American capital invested 
abroad with a view to establish out- 
lets for the American manufacturer's 
product. 

In 1928, the total American invest- 
ment abroad represented 8 billions, 
and this amount receded to only 3 
billions by 1938. At the outbreak of 
the second World War, the flight of 
capital from many countries all over 
the world to the United States had 
by far surpassed the total amount of 
our useful investments abroad, so 
that these were practically wiped off 
the slate. 

Nothing would be further from 
sound American business policy than 
an automatic emulation of financial 
policies which have been tried out 
by our English friends for centuries 
with great success, but under entirely 
different world conditions. 

But we should take a sound look 
at those very methods and learn how 
to establish permanent foreign mar- 
kets for the products of American 
manufacturing industries in general, 
and for our plants producing air con- 
ditioning and refrigeration equip- 
ment, vital for the most basic im- 
provement of conditions of human 
nourishment in so many half-devel- 
oped foreign countries in particular. 

It must be emphasized that our fac- 
tories, which find the domestic busi- 
ness getting more and more competi- 
tive, and are willing to engage upon 
a farsighted export policy, are by no 
means forced to carry the risks com- 
pletely alone. 


GOVERNMENT EAGER TO HELP 


Our government, as expressed only 
a short while ago by the President as 
the “Fourth Point” (of our foreign 
policy)—help in development of 
young nations—is actively interested 
in furthering the spread of American 
know-how and the American product 
itself to those countries which need 
this help. 

The raising of the standards and 
of the prosperity of backward na- 
tions is considered to be of such vital 
importance for the preservation of 
peace, that the American manufac- 
turer who embarks upon such a pro- 
gram will find active assistance 
through various government bodies, 
established for such and similar pur- 
poses. 

The Economic and Social Council 
of the United Nations has been offi- 
cially invited by Mr. Willard Thorp, 
who represents the economic policy 
in our State Department, to cooperate 
actively in these endeavors. 

The International Bank for Recon- 
struction and Development, The 
American Import-Export Bank, and 
the Economic Cooperation Adminis- 
tration are some of the agencies 
which stand ready to help the Ameri- 
can manufacturer in his planning and 
in the execution of his foreign busi- 
ness. 

American capital has, in the last 
ten years, again been going abroad 
in appreciable amounts, particularly 
in the search of oil. It has been suc- 
cessful in investing for this purpose, 


‘Something New’ Has Been Added In Liege 


In the “American corner” of this Liege, Belgium, market—said to be the 
first in that city to adopt modern self-service merchandising of dairy and 
related products—is a new model triple-deck refrigerated case and a 
standard double-duty case. Both are products of Koch Refrigerators. 
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Self-Serve Merchandising 
Of Dairy, Related Items 
Introduced In Belgian City 


LIEGE, Belgium —- Householders 
who patronize the market here of 
Henri Wiser are experiencing “some- 
thing new” in shopping these days. 

For M. Wiser reportedly is the first 
grocer in this city to adopt modern 
self-service merchandising of dairy 
and related products. 

In the “American corner” of the 
market stands a triple-deck refrig- 
erated dairy case, one of the new 
Model 306’s brought out only this 
spring by Koch Refrigerators. Near- 
by is another Koch product, a 6-ft. 
standard double-duty display case 
known as Model 106. 


yY- 


The 306 has three fully-refrigerated 
shelves, with loading capacities of 
14 by 5% by 70 in., 18 by 7% by 70 
in., and 25 by 11% by 70 in., respec- 
tively, from top to bottom. Each 
shelf has its own individual coiling 
system, and a full-length fluorescent 
light. 

The case has been built so that 
one unit can be joined to another by 
merely removing the end glasses, not 
the whole ends of the fixtures. 

Heat exchangers are regularly in- 
stalled on all units, allowing the full 
surface of the cooling coils to be used. 
It is also designed to eliminate 
sweating or frosting of the suction 
line outside.the case. 

A companion feature is the heavy- 
duty coiling, with extra large tube 
and fins. 

The Model 306 has a full-length, 
plate-glass copper-backed mirror 
placed behind the top shelf to reflect 
and emphasize the top display. 


and in stipulating such conditions as 
will safeguard the ventured capital 
in such a way that disagreeable sur- 
prises (e.g., the confiscation of all 
foreign oil properties in Russia, as 
practiced by the Communistic govern- 
ment at the end of World War I and 
involving amounts not far from one 
billion dollars) should not happen 
again. - 

Let the manufacturers of air con- 
ditioning and refrigeration equipment 
take their lesson from these clever 
negotiations which aim mostly at 
two entirely different, but still closely 
related goals: the development of the 
resources in a foreign country and 
the safeguarding of the American 
company’s property by exact condi- 
tions regarding amortization, control 
‘of property, and continuous transfer 
of a legitimite profit to the home 
company. 

Investment of American capital 
abroad in such cases does not mean 
the transfer of dollars to a foreign 
group or country. It means the ex- 
port of American machinery, Ameri- 
can equipment, and American appa- 
ratus to those very foreign countries 
who will pay back according to the 
specific agreements entered into. 

Another interesting point must be 
mentioned in this connection. Where- 
ever the American oil company di- 
rects its investigations and its de- 
velopment work, it will, in most 
cases, employ large numbers of 
American engineers and other Ameri- 
can personnel. 

In many instances these young men 
and their families will be working in 
tropical and sub-tropical climates, 
very often quite close to the equator 


and under circumstances which make 
the application of air conditioning 
and the use of modern refrigeration 
a necessity. 


In conclusion it may be said that 
the answer to our problem, as has 
been demonstrated, is not a simple 
one—but a number of factors cannot 
be sufficiently underlined. 


Our domestic markets will not be 
able to absorb all the equipment 
which we can produce. The foreign 
markets are waiting for our products. 


NEED IS URGENT 


Most important, for almost every 
one of those half-developed regions 
which we wish to have as customer 
countries, and which will form a 
natural outlet for our surplus, the 
urgent need for transportation and 
refrigeration equipment is evident. 

Engtand is grasping at this very 
moment for these foreign markets 
and will automatically get its due 
share, often on account of old con- 
nections and old buying habits. But 
Germany is also coming back to its 
old markets and will try to regain its 
foothold, where American machinery 
has just been introduced and appre- 
ciated. 


There is certainly room in the 
world for export from England, from 
Germany, and from other European 
countries, but American industry de- 
serves rightfully a dominant place in 
those foreign markets. Now, is the 
time to broaden the foothold and use 
the excellent tools which our govern. 
ment is putting at our disposal to 
create permanent outlets for the pro 
ducts of our industry. 
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SAYS (UL) UNDERWRITERS’ LABORATORIES 


on the Complete Line of 


gh 


RAPID Refillable DEHYDRATORS 


(SIZES 5 CU. IN. TO 200 CU. IN.) 


QUALITY and SAFETY, requirements of the industry, 


are assured you by this Underwriters’ Laboratories if 
. . ° = . 
listing. Lower first cost and trouble-free operation é a 
4 
* 


provide maximum ECONOMY. Insist on RAPID 


Refillable Dehydrators! 


WRITE FOR CATALOG AND PRICE LIST 
(Give Wholesalers’ Name) 


sd DESIGN-ENGINEERED 


Veté PRODUCTS 


C. 


BIG 


20 CU. IN. 
#3 


RAPID DEHYDRATOR 


EACH 
(IN LOTS OF 10) 


$325 


FOR RUGGED SERVICE 
185 N. WABASH AVE. 


co. CHICAGO 1, ILLINOIS 
REO ELE 


~ 


—~e 


Pat mee ; te pe 3 = ; me eee Se Gee. see As “3 Pa ah : coe P at Lie ’ = Hy ; d Tie tr se ne tt o : s : ads ae 
: 
oat 24 AIR CONDITIONING & REFRIGERATION NEWS, JUNE 27, 1949 
i a Se aed lia a ie te A ROE Ae TE, ON NEST e 58 5h ee ee er re 
oe ea OAs SHES LEE ) 
orate. i ff TD) j ,/ , & Wik i) h = © co gs em or we ‘et hed a 4 
ae \ FF A I / f j 7p) : pre a Ae ga tad ae iy ‘Bile ey 
ee ay i. cael G 1 J b Saeateaes! ic’ ct ” ay = se > ‘a 4 
i eR RR ot ree : ‘ ‘ ‘Sa i _ tl ee : : a - 
ene - OV a ty i 
en Z 8 ~~ a te 75 Maths one 
rete, ee EY 3 eee 
as ae rll JttTT ror 4 
Se ee Ue i. E : 
= ae ; ee Lon. a wae es ot beg ge ak CR | , eo! * - | a 
ria d 
a? | 2 
| . 
aust 
ae | 
ae = é 
Pe: ee ae: le Pf 
ae iv" | Ss 
Powe * 
a eae ] “ 
arty be 
Seles O 
bins d 
: n 
: n 
‘ 1 
. e 
a e 
ae ; te 
; p 
Ci 
: te 
n 
cl 
W 
f1 
eC 
4 : 
a Ww 
Cc 
. r¢ 
ye Ww 
i sé 
re 
: | st 
ir 
a 
3 ni 
aa St 
. — nn eee eee 
F a te 
aa he 
ees al 
fits." ee es | ie 
a. 2 a hi 
-, ¥ 4 th 
i! — 
met _— th 
i su 
m 
; b fr 
_ q 
pl 
Fig. 1 A 
a ca 
: be . a : ur 
| oe i 
a Bey lo 
LS | te 
| su 
: Fig. 2 
. (it 
ya ne ee mi 
f hs = 
Se : ® ' hij 
, P : ap 
— , se wi 
S » - sa . # é -— 
jaime es fe re te 
me Fi | 5 . 4 
ae g. 
cl ] | 
. 9 ’ Re, NO Other Line Gives You So Much Quality, Safety, Economy! & 
~ si ~~ i { — » te 
| aww J re 
sie a Fig. 6 a 
yin? . mee . ly 
ae Bee ren. ay £ 
se ~J aa ee ly Sy 
a - a oe | AS if, 
a ne 7 / Ne 
. ¥ PAs. _ 
= = W. B. CONNOR ENGINEERING CORP. | | P| po 
= 
a: Ss 
= | L re 
x4 pel i. - ‘ ; pe ann. “he ; RR Wi > tide x. ’ : ne : i. ; ; stisiee 2» a E nate parse es nt ea ; ; ic Te —— 
a fi : =< $ . i < Oat 7 - . ae : a al ak io 7 : ae ioe : de . % ; ; 


vs == | es ~—6T 


eo 


_ 


— we 


— Sa ae 


Or SS = eo 


— &> 


AIR CONDITIONING & REFRIGERATION NEWS, JUNE 27, 1949 


25 


Refrigerants (13) 


If the evaporator were properly 
designed for use with “Freon-12,” it 
should be suitable for “Freon-22.” In 
fact, the slightly lower oil-solubility 
and somewhat greater thermal con- 
ductivity of ‘“Freon-22” favors the 
evaporator capacity. 

For the same evaporator tempera- 
ures, the same type and grade of 
compressor oil that was suitable for 
‘he compressor with “Freon-12” 
should also be suitable with “Freon- 
22.” However, it would be advisable 
io drain the old oil and put in fresh 
oil; also to blow the evaporator, con- 
denser, and lines out with COs or 
nitrogen to remove any oil that 
might be pocketed. 

In many instances, the reason for 
changing an installation from “Freon- 
12” to ‘“Freon-22” is to carry a lower 
evaporator temperature. In _ such 
eases, it may be necessary to change 
to an oil that even at the lower 
temperature, does not dewax and de- 
posit wax in the expansion valve, 
capillary tube, etc. If the dewaxing 
temperature of the oil is not defi- 
nitely known, it is advisable to 
change to the lower dewaxing oil, 
when changing refrigerant. 

The new refrigerant will be oil- 
free, so it will absorb some oil ac- 
cording to the temperature and pres- 
sure of the refrigerant. Therefore, it 
will be necessary to replace in the 
compressor, the oil absorbed by the 
refrigerant. 

Within two hours, and again 
within 24 hours, check the compres- 


sor oil level and add oil as may be — 


required to make up for that ab- 
sorbed by the new refrigerant and 
in circuit throughout the system. 

The oil-solubility of ‘“Freon-22” is 
not the same as that of ‘“Freon-12” 
so a careful check must be main- 
tained on the compressor oil level, 
after such a changeover. 

Settings of the low-pressure control, 
if any, must be changed to the 
higher pressures corresponding to 
the temperatures equivalent to the 
former ‘“Freon-12”’ pressures or to 
the desired temperatures. High pres- 
sure cut-out settings for air-cooled 
machines will have to be changed 
from those used with ‘“Freon-12” 
(probably about 75 psig.) to a 
pressure of about 100 p.s.i. higher. 
A new high-pressure cut-out that 
can be set that high will probably 
have to be bought. For water-cooled 
units, a new setting of about 225 
p.s.i.g. should be adequate for most 
localities, unless condensing water 
temperatures run above 90° in the 
summer. 

Water control valves must be reset 
(if possible, otherwise replaced) to 
maintain a condensing pressure of 
about 200 p.s.i.g. Due to much 
higher pressures, especially on the 
high side of the system, leaks may 
appear at places that did not leak 
with “Freon-12.” It is, therefore, 
highly important that all joints or 


Refrigeration Problems 


| And Their Solution 
: By Paul Reed 


For Service and Installation Engineers 


Paul Reed 


any places that might conceivably 


leak, be carefully tested with a 


halide torch. 


THE IDEAL REFRIGERANT 


The term “ideal refrigerant” has 
been used, but there is no such 
thing as an ideal refrigerant. One 
refrigerant might conceivably be 
discovered that would have _ ideal 
characteristics for use in a hermetic- 
ally sealed unit in a household refrig- 
erator, but would fall far short of 
ideal for a large air conditioning 
system using a centrifugal compres- 
sor. 

Thus, there is no universal refrig- 
erant that can be used on any or all 
types of equipment nor for any or 
all types of applications. So far, no 
refrigerant has been found that is 
perfect for even one type of equip- 
ment nor one type of application. 

In. designing a refrigerating sys- 
tem, it is the proper procedure to 
choose a refrigerant that is best 
suitable for the type of application 
and for the general type of equip- 
ment that is to be used. Then the 
equipment can be closely designed 
around that refrigerant. In that way, 
the most desirable results and most 
economical operation can be _ ob- 
tained. 

Thus it can be seen that rarely is 
it advisable to change the refrigerant 
in an installation from one kind to 
another. In isolated cases, the char- 
acteristics may be so nearly alike for 
that particular type of application 
and type of equipment, that the 
change can be made. Ordinarily, 
however, it is best to continue to use 
the same refrigerant for which the 
equipment manufacturer designed the 
equipment. 


REFRIGERANTS IN THE 
FUTURE 


The outstanding trend in refriger- 
ants for the household, commercial, 
and air conditioning fields has been 
toward: 

1. Maximum safety, both from fire 
and toxicity hazards. 


2. Greater stability, so that they 
remain unchanged by contact with 
air, moisture, or common materials 
of which the equipment may be made. 

3. Desirable physical and thermo- 
dynamic properties. 

4. Moderate solubility in mineral 
oils. 

5. Low cost. 

As time goes on, and as the field 
of new applications is enlarged, as 
new types of equipment develop, 
and as competition drives research, 
it is reasonable to expect that new 
refrigerants will be added to those 
available at present, and that these 
will follow the trends already set. 


Pickering Opens Branch 


MINDEN, La.—Pickering Refrig- 
eration here recently announced the 
opening of a branch at 2020 Texas 


COMPRESSORS AND CONDENSING 


THERMATROL 
CAPACITY CONTROL 


1-Improves Refrigeration 
System Efficiency 

2-Eliminates Unnecessary 
Cycling 

3 = Reduces Electric 
Current Consumption 


These are some of the “plus” 
advantages now available in all 
SCHNACKE improved Compressors 
and complete Condensing Units. 


Ave. in Shreveport, La. 


UNITS 


THERMATROL 
maintains even 
Evaporator 


Temperature 


For long wear and greater operating efficiency, SCHNACKE Compressors have 
replaceable, refrigerant-cooled steel cylinder sleeves, balanced forged crankshaft, 
sealed crankcase, positive pressure lubrication, and many othr advanced features. 
Compressor models available from 5 to 50 H.P. 

SCHNACKE Condensing Units are complete with cleanable type fin tube condens- 


ers mounted in sturdy base, water control valve and pressure controls. 


available from 5 to 25 H.P. 


Write SCHNACKE, INC., 


Models 


1016 E. Columbia St., 


Evansville, Indiana, for engineering details. 


—— 


Receiver Requested In 
Clyde Porcelain Suit 


TOLEDO—A stockholder’s suit has 
been filed asking appointment of a 
receiver, an accounting of funds, and 
temporary and permanent injunctions 
to prevent disposal of any properties 
of Clyde Porcelain Steel Corp., Clyde, 
Ohio. 

Clyde Porcelain Steel Corp. manu- 
factures porcelainized products. 

The suit was filed in Sandusky 
County Common Pleas Court by Carl 
McGlone, of Carl McGlone & Co., 
Inec., Chicago. 


Shepherd’s Appliance Drops Out 


JAMESTOWN, N. Y.—Shepherd’s 
Appliance Store here, announced it 
is going out of business after 29 
years of operation. 


Re: Specifications 


The following information has been 
received from the Brewer-Titchener 
Corp.: 

“In the June 13 Home Freezer 
Specifications issue of the NEWS, 
there were two errors in specifica- 
tions of our BTC line of home freez- 
ers. The cooling medium for all three 
of our listed models is a flooded plate 
wrap-around evaporator. The con- 
struction of our interior liner is 16- 
gauge steel zinc metallized,” it was 
pointed out. 

“Since the publication of the June 
13 issue, we have added four years 
additional protection on all our equip- 
ment having hermetic condensing 
units. We also have added a five-year 
protection policy against food spoil- 
age.” 


NARDA Set To Meet In 


(Concluded from Page 1, Column 5) 


a board meeting and an open house 
reception in the evening. 

Monday morning will be given to 
the appliance picture with A. B. 
Ritzenthaler, vice president in charge 
of sales, Tappan Stove Co., and E. 
Carl Sorby, vice president of the 
George D. Roper Corp., representing 
the manufacturer; Harry Alter, Chi- 
cago, distributor; and William Mur- 
ray, Paoli, Pa., and Phil Urner, 
Bakersfield, Calif., on the rostrum for 
the dealers. All will discuss problems 
facing the dealer during the last half 
of 1949. 

In the afternoon NARDA will con- 
centrate on radio and television with 
H. G. Baker, general manager, Home 


Cy 


Chicago July 10-11-- 


Instrument Div. of RCA, on the panel 
for the manufacturer and three deal- 
ers. The retailers are Mort Farr, 
Upper Darby, Pa.; Harry B. Price, 
Jr., Norfolk, Va.; and Francis Mon- 
nette, Lowell, Mass. 


James Lee Pryor, NARDA presi- 
dent, will report on the association’s 
recent consultations with leading 
manufacturers of appliances, radio, 
and television. This will be a feature 
of the entire two-day program. The 
recommendations he will make on 
behalf of the board of directors will 
“unquestionably have far-reaching 
effect upon the appliance industry 
during the following 12 months and 
also in the years to come,” it was 
indicated. 


THE APPROVED | 


Motorless 
Electric 
Model | 


CA-100 | 


PREST-O-MATIC 
CARBONATOR 
Featuring Dependability 


Engineered for simplicity and years 
of dependable operation. 


@ Easy to install. . 
e All standard parts. 

@ Lightweight — Compact. 

@ 25 gal. per hour capacity. 

@ Independent of water pressure. 
e Assured performance. 


Dealers...Write for details | 


PREST-O-MATIC CARBONATOR CO. 


317 S. MADISON ST. @ ROCKFORD, ILLINOIS 


etintieatl 


The line of 
least resistance 
in air conditioning 
PACIFIC WINDOW AIR 


CONDITIONERS SELL 
THEMSELVES. 


WRITE TODAY! 


Pacific Mfg. Corp. 
Cleveland 4, Ohio 
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LEADER 


For the thousands of products produced and sold by 
the refrigeration and air conditioning industry, there is 


; DOMINANT PAPER 
|ADVERTISING MORE PENETRATING COVERAGE 


OF IMPORTANT MARKETS 


in the commercial refrigeration and air conditioning field. 


only one publication that reaches the entire market— 
AIR CONDITIONING & REFRIGERATION NEWS. 


For the many prospects to be reached in doing a com- 
plete selling job through advertising, advertisers are choos- 
ing the NEWS three-to-one over any industry publication. 


Here is a great industry which is served by one weekly 
newspaper, the only one publication which gives penetrat- 
ing contact for advertisers in every phase of manufacturing 
and distribution in the ‘‘big ticket’’ appliance field and 


@ 


AN INTERNATIONAL oils * 


BUSINESS NEWS PUBLISHING COMPANY + 


IP CONDITIONING AND 


RETR] GERATION 


450 W. FORT ST., DETROIT 26, MICHIGAN 


The NEWS is not only a dealer paper, not only an 
engineering journal, not only a new equipment digest—it 
is the ‘‘Newspaper of the Industry,"’ edited for sales and 
management executives, design and production engi- 
neers, purchasing agents, wholesalers, contractors, sales 
outlets, and service and installation firms. 


For almost a quarter century, the most experienced 
and largest editorial staff in the field has enabled the 
NEWS to report and interpret every phase of the indus- 
try completely and authoritatively. 


And here are just some of the many products now being advertised in the NEWS: 


Steel Aluminum Insulation Home and Farm Freezers Milk Coolers 
Stampings Bearings Hardware Household Refrigerators Soda Fountains 
Tubing Castings Paints and Finishes Air Conditioning Units Ice Cream Cabinets 
Fittings Motors Lubricants Carbonators Electric Ranges 
Valves Pulleys V-Belts Filters Evaporative Coolers 
Controls Pumps Unit Coolers Fans Humidifiers 

Shafts Cooling Towers Ice Cube Machines Blowers Handtrucks 

Seals Metal Hose Display Cases Condensing Units Heat Exchangers 
Plastics Vibration Eliminators Registers and Grilles Evaporators Cold Plates 

Driers Gaskets Beverage Coolers Coils Leak Detectors 
Refrigerants Mouldings Water Coolers Shelving Locker Equipment 


This partial list of advertised products shows that more and more advertisers are finding 
that this is one industry where one advertising medium reaches all the important prospects. 


Complete facts on AIR CONDITIONING AND REFRIGERATION NEWS are contained in two new booklets, 
“Inside Dope No. 10" and “Market and Media File." 
the NEWS to be today’s best buy in this “ 


Here you'll find all the information that will prove 


blue chip” industry. These booklets are yours for the asking. 


SUBSCRIBERS ate OVER THE WORLD 
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PATENTS 


Week of March 8 - 
( Continued) 


2,463,752. PORTABLE EXHAUST FAN. 
Louis N. De Cuir, Sr., and Anthony J. 
Dugas, New Iberia, La. 


h ) 
} 
\ 
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1. An exhaust fan of the class described 
comprising a portable platform, a pair of 
standards supported on _ said platform, 
sleeves carried at the upper ends of said 
standards, said sleeves adapted to receive 
the outer ends of a horizontal positioned 
shaft journalled in said sleeves, a hub of 
fibrous material carried by said shaft 
and adapted to rotate with the shaft, 
said hub having inclined slots. therein, 
one edge of a plurality of blades se- 
cured in said slots, said blades radiating 
outwardly from said hub and constructed 
of a relatively thin fibrous material, brace 
means supporting said blades in a trans- 
versely curved position, and motor means 
carried by the platform adapted to rotate 
the shaft. 


2,463,835. REFRIGERATOR HAVING 
AN AIR-PUMP CIRCUIT. Virgil P. 
Warren, II, Atlanta, Ga., assignor to The 
Warren Co., Inc., Atlanta, Ga. 


1. In a refrigerator or air cooler in- 
cluding a cabinet or room, air cooling 
means arranged immediately adjacent the 
ceiling of said cabinet or room, said air 
cooling means being limited to a rela- 
tively small depth of the top of the space 
of said cabinet and the effective cooling 
area of said means being distributed to 
a uniform depth horizontally through- 
out the width of said cabinet or room, 
means supplementing the action of gravity 
for circulating air over said cooling means 
in heat exchange relation therewith, en- 
closure means having a central aperture 
and spaced lateral discharge outlets for 
isolating said cooling means from the 
body of air in said cabinet or room, ex- 
cept at said aperture which serves as 
the inlet for the flow of air to said cook 
ing means and at the discharge outlets 
at the ends of said enclosure means ad- 
jacent the opposite walls of said cabinet 
or room, whereby a curtain of cooled air 
will be discharged adjacent the walls of 
said cabinet or room and air from said 
curtains of air will be free to drift under 
the combined action of gravity and said 
circulating means toward the center of 
said cabinet or room in accordance with 
its temperature rise, the flow of air pro- 
ducing a temperature gradient in the 
body of air which tends to offset the 
temperature gradient due to the action 
of gravity, thereby producing a gradual 
drift of air from adjacent the side walls 
of said cabinet or room toward the cen- 
ter of said cabinet or room and toward 
the induction draft produced by said cir- 
culating means. 


2,463,892. REFRIGERANT EXPANSION 
VALVE. Clyde S. Martin, Miami, Fla. 
Application June 20, 1947, Serial No. 
756,046. 1 Claim. (Cl. 62—127.) 


In an expansion valve for refrigerating 
systems, a domed inlet chamber for hold- 
ing liquid refrigerant at high pressure, 
a series of interdigitating heat-transfer 
baffles fixed to the walls of said inlet 
chamber, an orifice axially centered in 
said inlet chamber at the top thereof 
and leading downwardly to an expansion 
chamber, said heat-transfer baffles adapt- 
ed to convey heat from said inlet cham- 
ber to the walls of said orifice, and a 
needle valve responsive to pressure in 
said expansion chamber movable in said 
orifice. 


2,463,899. APPARATUS FOR COOLING 
AND CARBONATING LIQUIDS. Andrew 
J. Nickolas, North Haven, Conn. Appli- 
cation Aug. 17, 1946, Serial No. 691,264. 
6 Claims. (Cl. 62—141.) 


insulated tank forming a fluid reservoir, 
an evaporator assembly disposed within 
said tank comprising a partition member 
dividing said reservoir into an inner com- 
partment and an outer annular compart- 
ment and refrigerant conducting coils 
supported on the partition member, a 
carbonating device comprising a fluid 
container disposed within the inner com- 
partment, means for supplying water to 
the outer compartment, means for per- 
mitting water to overflow from the outer 
compartment into the inner compartment, 
pumping means for pumping water from 
the inner compartment into the carbonat- 
ing device, means for withdrawing car- 
bonated water from the carbonating de- 
vice, means in said device responsive to 
liquid level for controlling the pumping 
means to maintain the liquid level in said 
device within predetermined limits, 
means in said inner compartment respon- 
sive to liquid level for controlling said 
water supplying means to maintain the 
liquid level in said inner compartment 
within predetermined limits, means for 
supplying refrigerant to said refrigerant 
conducting coils, and temperature re- 
sponsive means in said inner compart- 
ment adapted to control the operation 
of said refrigerant supplying means. 


2,463,947. ICE TRAY. Michael K. Bu- 
chanan, Norfolk, Va. Application Nov. 5, 
1946, Serial No. 707,941. 5 Claims. (Cl. 
62—108.5.) 
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1. An ice tray grid comprising an upper 
longitudinal member, a lower longitudi- 
nal member and transverse members, the 
transverse members being secured to the 
lower longitudinal member, the upper 
longitudinal member and the transverse 
members being loosely connected to each 
other to permit relative vertical move- 
ment, the ends of the lower longitudinal 
member extending upwardly to substan- 
tially the plane of the top of the upper 
longitudinal member, the upper longitudi- 
nal member being provided with emboss- 
ments for interlocking with ice cubes 
formed in the grid, and lever mechanism 
secured to the upper and lower longi- 
tudinal members to cause relative move- 
ment of said members and to cause the 
embossments to react with the walls of 
the ice cubes to release the cubes from 
the grid upon operation of the lever 
mechanism. 


2,463,951. REFRIGERATION EXPAN- 
SION VALVE. Franklyn Y. Carter, Dear- 
born, Mich., assignor to Detroit Lubrica- 
tor Co., Detroit, Mich., a corporation of 
Michigan. Application May 25, 1945, Serial 
No. 595,863. 5 Claims. (Cl. 62—127.) 

1. A thermostatic expansion valve for 
controlling flow to a refrigerant evapora- 
tor, comprising a valve casing having 
a passageway therethrough, a valve mem- 
ber in and controlling flow through said 
passageway, a housing member rigid with 
said casing and having a chamber with 
an inlet and an outlet for flow there- 
through of refrigerant medium from the 
evaporator, a thrust member operatively 
connected to said valve member and ex- 


tending into said chamber, means re- 
sponsive to pressure changes in said 
chamber, thermostatic means in_ said 
chamber and operatively connecting said 

— | 
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responsive means to said thrust member 
for movement of said valve member to- 
ward closed position upon increase of 
pressure in said chamber, said thermosta- 


tic means acting upon temperature in- 
crease to move said valve member toward 
open position, and means cooperable with 
said responsive means to determine for a 
given temperature of said thermostatic 
means the pressure in said chamber at 
which said valve member will be closed. 


2,463,996. HEAT EXCHANGE APPARA- 
TUS. Gilbert C. Polk, Detroit, Mich., as- 
signor to American Blower Corp., Dear- 
born, Mich., a corporation of Delaware. 
Application Feb. 19, 1947, Serial No. 
729,616. 3 Claims. (Cl. 257—2.) 


3. In a heat exchange apparatus for 
transferring heat to a gaseous stream, 
a conduit wherein the condensing of a 
vapor transfers heat to said gaseous 
stream, and conduit having one end 
closed and having an opening at the other 
end for removal of condensate, a second 
conduit for conducting said vapor to said 
first conduit, said second conduit being 
positioned interior of said first conduit 
and discharging said vapor into the 
closed end portion of said first conduit, 
said second conduit having one or more 
apertures therein operable to permit some 
of said vapor to enter said first conduit 
before said vapor reaches said closed 
end portion, closure means affixed to 
and substantially surrounding a_ portion 
of said second conduit and cooperable 
with at least one of said one or more 
apertures to control the flow of vapor 
therethrough, said closure means being 
responsive to the differential of pressure 
between said second and said first con- 
duits and operable to open at a prede- 
termined pressure, said one or more 
apertures and said closure means being 
operable to permit continued circulation 
of vapor in the event of freezing and 
clogging of the closed end portion of said 
first conduit so that said continued circu- 
lation would supply sufficient heat by 
conduction to the closed end of said first 
conduit to melt out any frozen condensate 
obstructing said closed end portion and 
said vapor condensing in the space be- 
tween said first and second conduits. 


2,463,997. METHOD OF MAKING IN- 
TEGRAL EXTERNAL AND INTERNAL 
FINNED TUBING. James S. Rodgers, 
Detroit, Mich., assignor to Calumet and 
Hecla Consolidated Copper Co., Calumet, 
Mich., a corporation of Michigan. Applica- 
tion June 19, 1944, Serial No. 541,002. 
1 Claim. (Cl. 29—157.3.) 
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In a method of forming finned tubing, 
including the step of extruding a tubular 
blank with internally projecting longi- 
tudinally extending integral fins and the 
step of developing by a transverse rolling 
operation external transversely extending 
fins from the peripheral portion of said 
extruded blank and simultaneously im- 
parting a slight twist to the blank and 
the internal fins thereof; the step of im- 
parting a predetermined helix angle other 
than zero to the internal fins during the 
extrusion of the blank to control the final 
helix angle of said internal fins at the 
completion of the external fin forming 
operation. 


2,464,000. LOUVER MECHANISM FOR 
ATTIC VENTILATION. August W. Schild, 
Houston, Tex. Application Feb. 12, 1946, 
Serial No. 647,100. 3 Claims. (Cl. 98—43.) 


ATTIC SPACE 


1. A noiselessly operable louver struc- 
ture comprising, a frame having therein 
an opening for flow of air therethrough, a 
set of gravity closed slats extending 
across said frame and over said opening, 
hinge means connecting said slats to said 
frame for opening and closing movements 
of said slats relative to each other to con- 


trol flow of air through said opening, ' 


said hinge means comprising loops of 
flexible material extending around said 
slats and brought together and fastened 
to said frame adjacent to one edge of 
each slat, whereby the inherent flexibility 
of the material from which said loops are 
formed provides for noiseless swinging 
movements of said slats between open 
and closed positions relative to each 
other, and means to limit opening swing- 
ing movements of said slats. 


2,464,111 BEVERAGE COOLER. Prank 
O. Alexander, Genesee County, Mich. Ap- 
plication Nov. 21, 1947, Serial No. 787,425. 
1 Claim. (Cl. 62—141.) 
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In a refrigerated beverage cooler the 
combination comprising: two adjacent 
upper compartments each having horizon- 
tal shelves for supporting trays or indi- 
vidual bottles of beverages; a pair of re- 
frigerating units disposed respectively at 
opposite ends of said upper compartments 
for cooling the contents of said cooler; 
a single, lower elongated compartment 
of length substantially equal to the com- 
bined lengths of said two upper com- 
partments separated from said upper 
compartments by an intermediate wall 
having a plurality of small openings there- 
through providing communication between 
said upper compartments and said lower 
compartment, said lower compartment 
having a door at each end thereof; and 
a pair of base rails in said lower com- 
partment which rails slope from one of 
said doors to the other of said doors; 
whereby barrels of beverage, placed in 
said lower compartment through the door 
at the high end of said base rails, will 


be automatically moved down said rails, 
to the door at the low end of said base 
rails, wherefrom said barrels may be in- 
dividually removed as desired. 


DESIGNS 


152,985. DESIGN FOR A REFRIGERA. 
TOR CABINET. Theodore H. Koeber, 
Oak Park, Ill., assignor to International 
Harvester Co., a corporation of New 
Jersey. Application April 12, 1947, Serial 
No. 138,337. Term of patent 7 years. (Cl. 
D6é7—3.) 

“| 


The ornamental design for a _ refrig- 
erator cabinet, as shown. 
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CLASSIFIED ADVERTISING 


EFFECTIVE with the issue of June 6, 
1949, rates for classified advertising will 
be revised as follows: 

RATES for “Positions Wanted” $5.00 
per insertion. Limit 50 words. 10¢ per 
word over 50. 

RATES for all other classifications $7.50 
per insertion. Limit 50 words. 15¢ per 
word over 50. 

ADVERTISEMENTS set in usual classi- 
fied style. Box addresses count as five 
words, other addresses by actual word 
count. Please send payment with order. 


‘ POSITIONS WANTED 


AGGRESSIVE, HARD-hitting  refrigera- 
tion, air conditioning and _ refrigerated 
store equipment sales engineer; engineer- 
ing college graduate; registered profes- 
sional engineer; thirty-three years old, 
married; six years experience; now em- 
ployed; interested only in position offer- 
ing advancement at rate limited only by 
my ability to produce; would like sales 
or applications engineering, branch man- 
agership, or executive assistant’s posi- 
tion. BOX 3214, Air Conditioning & 
Refrigeration News. 


M.E. GRADUATE. Two years experience 
with air conditioning and refrigeration 
contractor. Installations from 3 & 5 ton 
packages to 40 ton central. Estimate, 
design, survey, sales, service. Desire op- 
portunity with U. S. or Foreign concern. 
References available from present em- 
ployer. Member’ A.S.M.E., A.S.R.E., 
A.S.H.V.E. BOX 3216, Air Conditioning & 
Refrigeration News. 


POSITIONS AVAILABLE 


WANTED: NATIONAL advertised com- 
mercial refrigeration manufacturer wants 
man with unusual sales ability to contact 
established distributor accounts and to 
select new distributors in protected areas. 
Liberal commission arrangements. BOX 
3199, Air Conditioning & Refrigeration 
News. 


AIR CONDITIONING engineer required 
for established air conditioning concern in 
Bombay, India. Applicants should have 
three to five years practical experience 
with dealer. Remuneration will be salary 
plus commission. Contract will be for 
three years. Write giving full particulars 
together with salary expected. BOX 3201, 
Air Conditioning & Refrigeration News. 


EQUIPMENT FOR SALE 


LIQUIDATING VALVE _§stock—Approxi- 
mately $15,000 new Kerotest ‘‘Freon”’ 
valves below jobbers’ cost. (Quantity 
buyers make offer.) 1%” wing-cap globe 
#574S @ $8.55. 2%” wing-cap globe #461S 
@ $19.76. %” packless angle # 6981S @ 
$3.00. 34” receiver valves # 2355 @ 75¢. 
56” ODS relief # 518300 @ $2.00. ANCHOR 
SUPPLY CO., 1742 Fourth South, Seattle 
4, Wash. 


COMPRESSORS, NEW 1 H.P. to 7% H.P. 
water cooled Universals and Copelands at 


less than distributor's cost. BIMEL CoO., 
Cincinnati, Ohio. 
OSBORN NATIONAL food choppers, 


Model 130, 4% H.P. Aluminum finish in 
original crates. Priced $99.50 F.O.B. 
Indianapolis. COMMERCIAL SALES RE- 
FRIGERATION, INC., 309 N. Capitol Ave- 
nue, Indianapolis, Indiana. 


ALCO THERMOSTATIC expansion valves, 
2 to 5 ton capacities, $2.50 each. These 
valves, surplus stock, are out of manu- 
facturers guarantee, but new and in 
original packages. 407—TCLOF—2 ton— 


“‘Freon.”’ 275—TCLIF—3% ton—‘‘Freon.”’ 
145—TLIF—3' ton—‘'Freon.’’ 159—TCL2F 
—5 ton—‘‘Freon.”” 109 TL2F—5 ton— 
“‘Freon.”’ Write or phone today! 
MURRAY CO., INC. Honesdale, Pa. 
Phone _ 600. 


SHUTOFF VALVES at great savings! 
All new surplus stock, in clean original 


packages. Henry valves, 446—5¢ O.D. 
angle valves, $1.50. 91—™%4 O.D. angle 
valves, $1.00. 155—%¢ IPS angle valves, 


$1.00. 391—™% O.D. angle expansion valves, 
$1.00. Mueller valves, 600—14, O.D. 2-way 
shutoff valves, $1.00. MURRAY CoO., INC., 
Honesdale, Pa. Phone 600. 


SUBJECT TO prior sale: Hermetic Chief- 
tain units: % H.P.—$44.50; 4% H.P.— 
$44.50. Other well known hermetics: % 
H.P. fan cooled—$52.50; 44 H.P. fan cooled 
—$57.50: 1, H.P. fan cooled heavy duty 
$59.50; 14 H.P. fan cooled heavy duty— 
$69.50: Open units—standard makes: 4% 
H.P.—$56.00; % H.P.—$64.50; % H.P.— 
$84.50: 1% H.P. air or water cooled Uni- 
versal Cooler—$199.00; 2 H.P. air or water 
cooled Universal Cooler—$224.00; 3 H.P. 


air or water cooled Universal Cooler— 


$259.00. All above units new and in 
original crates. Air cooled condensers: 
3 row, 1 pass, 13” x 12” x 3”—$3.95; 4 row, 
4 pass, 13” x 11” x 414” $4.45; 4 row, 2 
pass, 18” x 12” x 414”—$6.25. Upright 
receiver tanks, shut off valve 4” x 11”— 
$2.65. Penn low or high pressure control 
type, 260 Apol—$3.75. Detroit Lubricator 
L. P. control—$4.00. G. E. blower fan 
motor with fan—$4.50. Superior heat ex- 
changer, 13” overall, 3” x 5”—$4.75; 
Mueller heat exchanger, 141%” overall, 3%” 
x 5”—$5.00; Marlo heat exchanger, 21” 
overall, 4%” x 14%”—$7.50. Kramer Trenton 
panel blower complete with heat ex- 
changer, 4% to % ton—$29.00. Superior 
master drier, 4” flare x 144” x 54%4”—75¢. 
Weatherhead drier, 4” flare x 144” x 64” 
(lots of 10)—65¢. U. S. “Freon” gauge 
4144” face, 30” vac. 150# or 3004 with 
corresponding temp. scale, red warning 
hand, mounting holes—$4.50. Scientific 
dial thermometer, 4%” face, minus 40 to 
plus 120, 5 ft. tube, mounting holes—$4.50. 
Ranco type k.w. 412 cold control com- 
plete—$4.00. WALTER W. STARR, 1207 
George St., Chicago 13, IIl. 


ALL ITEMS brand new!!! Check these 
prices and act now. Sensational savings. 
Cutler-Hammer control type PH-20” V. 
40# range. 5-30# differential. 10-26# 
setting. $2.95 ea. S15L-1 4% H.P. Univer- 
sal hermetic complete, $35.00 ea. FS142LC 
¥% H.P. Tecumseh open type—less motor— 
less receiver, $28.00 ea. FS142LC 4 H.P. 
Tecumseh open type—less motor—less re- 
ceiver—less fan and pulley assembly, 
$26.00 ea. TA25FLC % H.P. Universal 
open type complete—less receiver, $39.50 
ea. Aetna ice cream lid #1788, $4.00 ea. 
Aetna ice cream collar #1789, $1.00 ea. 
Super Electric 30 watt single 60 cycle 
ballast 75¢ ea. 20 watt double high power 
factor, 75¢ ea. 20 watt ballast single high 
power factor 75¢ ea. Alco expansion 
valves model T-102 %4 flare inlet to % flare 
outlet; superheating setting 5°-0° bulb; 
maximum pressure #20 49¢ ea. McIntire 
driers DFN 3144”—\4” sweat ends, 29¢ ea. 
Primer Products liquid receivers 4” sweat 
inlet and outlet 49¢ 4” flare cap nuts 
$2.95C. 14” F. flare x 34” M. flare adapters 
$14.95C. 34” sweat couplings $2.95C. %%” 
sweat couplings $2.95C. %” long flare nuts 
$5.95C. 14” x 4” unions $4.95C. 4x % 
half union $4.95C. 34” x %” half union 
$6.95C. 1%” forged brass elbows $2.95 ea. 
Techniflex door gasket 9214” long 35¢ ea. 
Neoprene cork gasket .046 to .062 thick 
15¢ sheet. TV75 Thermobank complete 
$95.63 ea. TV 103 Thermobank $99.40 less 
accessories. #07 complete $175.00 ea. #1 
less accessories $158.03 ea. Send for free 


folder. All materials are new, shipped 
F.0O.B. N. Y. No order too small. Don’t 
wait, send your order now. TRACO 


INDUSTRIAL CORPORATION, Dept. A, 
455 Eleventh Avenue, New York 18, N. Y. 
BRyant 9-1324. 


FOR SALE at an attractive price, new 
and in original cartons, Emerson, 2-speed, 
% H. P., model S 60 SBT motors in lots 
of not less than twenty—a high quality 
product. Reply to BOX 1176, Indianapolis, 
Indiana. 


BUSINESS OPPORTUNITIES 


FOR SALE: Refrigeration and air con‘i- 
tioning business northern California. 500 
regular accounts. Owner's illness forces 
sacrifice at inventory. BOX 3210, Alr 
Conditioning & Refrigeration News. 


CONTROLLING STOCK of well est4!- 
lished store-fixture, refrigeration and ai! 
conditioning corporation, located 50 mil: 
from Chicago, must be sold because 

illness. Building, three story, low rent: 
with long lease. Complete sales ar. 
service staff. Valuable fixture and equ’ 

ment franchises. A money maker—Ov: 
$20,000 net in 1948. BOX 3215, Air Cond 
tioning & Refrigeration News. 


SCHOOLS 


DETROIT AIR Conditioning Institute | 
aceepting applications for enrollment 

fall term classes starting July 19 a! 
September 13. Fully GI approved cours: 
in air conditioning, refrigeration, heatin: 
ventilating, sheet metal layout, heat pun 
engineering. Write for free informatio 
DETROIT AIR CONDITIONING INST! 
TUTE, Dept. D, 4125 Grand River, D: 
troit 8, Michigan. 


ATTENTION CONTRACTORS—Dealers 
Servicemen. Norge sealed units reman' 
factured and exchanged. Immediate 4: 
livery from stock. 1 year guarante 
Write for prices and shipping instru: 
tions. MODERN REFRIGERATION CC. 
INC., 12541 E. McNichols Road, Detroit ° 
Michigan. 
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AIR CONDITIONING & REFRIGERATION NEWS, JUNE 27, 1949 


‘What's New 


Sandwich Unit Produced 
As Self-Contained Model 


CHICAGO--A complete sandwich 
unit with a self-contained refrigera- 
tion system is going into production 
.ud will be ready for delivery early 
in June, according to announcement 
by J. H. Rasmussen and Co., market- 
ing counselors located in Space 1454 
of the Merchandise Mart. 

Known as the ‘Glasco’” Sandwich 
Unit, it will list at $249.50, f.o.b. 
.uctory, Muncie, Ind. R. A. Caswell, 
sales manager for the Rasmussen 
organization, is responsible for the 
development of the sandwich unit. 
He states that to his knowledge this 
is the first such type product to be 
introduced with a_ self-contained 
compressor. 

The Glasco comes in two color 
choices, all white or metallized grey. 
Included in the equipment is a thick 
maple cutting board, a detachable 
crumb box, eight pans, each 6 in. by 
6 in. by 3 in., and a roll down hood. 
Interior of the unit is 5 cu. ft. of 
refrigerated space, two ice trays (48 
cubes) and space for four additional 
trays (96 cubes). The mechanism 


has 12 position cold control with de- 
frost position and defrost tray. The 
interior also contains four convenient 
shelves. és 

The cabinet is of welded steel con- 
struction, Bonderized, with two coats 
of high temperature baked enamel 
and with fiber glass insulation. The 
refrigerator cabinet stands 36 in. 
high, is 27 in. wide, and 24% in. 
deep. Over-all height of the unit 
(including roll down hood) is 43% 
in. It goes into operation immediately 
when plugged in. 


a * 


Refrigerator Accessory 
Will Dispense Ice Water 


SAN FRANCISCO—One of the 
latest accessories for the home re- 
frigerator is Tap-A-Glass, an auto- 
matic dispenser of ice water and 
other liquids, introduced recently by 


the Trylyn Mfg. Co. here. 


Made of clear polystyrene, the 
Tap-A-Glass holds more than a full 
gallon and reveals the water level 
at all times. It features a two-way 
friction fit tray lid which inverts so 
other items can be stacked on top. 

Hand grip indentations are located 
on the front and back of the unit. 
The spigot will release a full glass 
of water in six seconds by a three- 
finger grasp, the manufacturer 
claimed. 

Tap-A-Glass retails at $2.95. 


SPECIAL 


PURCHASE! TaUiTUT ais 


Tew MR 


We’re offering the entire stock of 
Elpeco Air Conditioners at 


Over 2/3 OFF LIST! 


CONSOLE TYPE 


THEY’RE PERFECT FOR 
RETAIL STORES ¢ OFFICES 
HOMES e SMALL PLANTS 


TE me . 


Oe aa 


Here is an unusual opportunity to 
purchase first quality air conditioner 
units at less than 4 the original 
price. They're well-styled, efficient 
and easy to sell. Each unit is new, in 
its original crate and GUARANTEED 
as represented. 


i? 


YOUR COST! | 


ONLY $325 ea. COMPLETE 


1 H.P. WATER COOLED 220-1-60 


© REPLACEABLE FILTERS © 4 WAY AIR DIFFUSION 
© THERMOSTATICALLY CONTROLLED © TECUMSEH 
WATER COOLED COMPRESSOR © COPPER COILS 
© ALL STANDARD PARTS AVAILABLE ANYWHERE 
© HT. 61”, WIDTH 34”, DEPTH 20”, WT. 660 LBS. 


PHONE, WRITE OR WIRE 


RAMSEY-BENNETT CO. 
Refrigeration and Air Conditioning 

430 HURON ROAD © TEL. TOwer 1-6070 

CLEVELAND 15 


WE BUY AND SELL MANUFACTURER'S SURPLUS STOCKS| 


| Dept. 


Fan Operates by Opening, 
Closing Ceiling Shutter 


DETROIT—A new type ceiling 
shutter that synchronizes the start- 
ing and stopping of the fan with the 
opening and closing of the shutter 
has recently been placed on the mar- 
ket by Elgo Shutter & Mfg. Co., 
2738 W. Warren Ave. here. 

When the shutter is opened by the 
pull chain, the mercury switch im- 
mediately starts the fan motor, and 
when the pull chain closes the 
shutter, the same mechanism causes 
the mercury switch to stop the fan 
motor. 

This eliminates the danger of the 
fan operating with a closed shutter, 
or vice versa, as often the case 
where separate controls are used 
for shutter and fan, according to 
Elgo. 

Another safety feature of the 
shutter is a fusible link which, in 
case of fire, closes the shutter and 
also stops the fan. 

The unit is adapted to both verti-| 
cal and horizontal discharge of air. 
A number of the units can be in- 
stalled in various parts of a room 
or building and operated by a single 
fan in the attic. 

The fan keeps operating as long 
as there is one shutter open. When 
the last shutter is closed, the fan 
automatically stops. 


* * te 


| Filtrine Water Cooler 
Designed for Heavy Use 


BROOKLYN, N. Y.—Development 
of a new, completely packaged “steel | 


mill” water cooler has been an- 
nounced by Filtrine Mfg. Co. here. 

The cooler has been especially de- 
signed for service in steel mills, 
foundries, and similar locations where 
cold water requirements are un- 
usually heavy, both for drinking and 
for saturating the cold towels worn 
by workers to combat heat. 

Incorporated in the coolers is a Fil- 
trine filter-dechlorinator which re- 
moves chlorine and other tastes and | 
odors, eliminates rust and sediment, 
and completely conditions water. 

The new cooler is built with rein- 
forced angle-frame support. The 
heavy-gauge, Bonderized steel ex- 
terior is of wrap-around design, 
finished in “pebble-tone.” Front ac- 
cess is provided by a _ removable | 
panel. 

Top is stainless steel with drain 
“that will not crack, chip, or break.” 
It is equipped with two sanitary type, 
stream-height controlled  bubblers 
and can be furnished with an auxil- 
liary faucet for filling containers and 
buckets and for saturating towels. 

The unit is elevated from fldor, 
providing a foot recess that prevents 
the cabinet from being marred by 
work-shoes. 

The cooler is insulated with 3 in. 
of pure corkboard and additional | 
packing of finely regranulated cork, | 
all sealed with hydrolene, to assure | 
efficiency in locations where exces- 
sive heat is constant or periodic. 

Filtrine “Super Storage” is said 
to provide as much as._25 gallons of 
chilled water for periods of extra- 
heavy demand. 

The cooler is now available for 
immediate delivery. Literature may | 
be obtained from Filtrine Mfg. Co., | 
RA, 53 Lexington Ave., | 
Brooklyn 5, N. Y. 


La Crosse Shows Line of 
Restaurant Bottle Coolers 


LA CROSSE, Wis.—A new model 
bottle cooler designed to fulfill the 
demand for a cooler that will meet 
the special requirements of restau- 
rants, has been introduced by the 
La Crosse Cooler Co. here, with its 
“Blue Bird” line of dry storage bottle 
coolers. 

Designed to offer a maximum of 
eye appeal with utility, the models 
have a baked hammerload finish on 
the rear top, front, back, and ends; 
the doors and front rail are of stain- 


> 


One of the models in La Crosse’s 
‘Blue Bird’ line. 


barrier seal. 

Blower type coils are used, with 
high capacity fans providing large 
air circulation. Models are in 4, 6, 
and 8-ft. sizes, powered by 4, %, 
and 4%-hp. hermetic condensing units 
respectively. 


less steel. All “SS” models incor- 
porate a_ stainless steel glass or 
utility shelf, and have stainless steel 
top, front and ends, and aluminum 
back. : 

All models have effortless slide- 
back doors, recessed toe space, and 
the drain pipe brought out center 
front; all models are aluminum lined, 
with galvanized steel bottom, and 
have adjustable partitions to. permit 
variations of 2 in. in the compart- 
ments. ; 

Metals used are especially treated 
for rust resistance and for positive 
paint adhesion. Cabinets have full 


yY- 


3-in. Fiberglas insulation with vapor 


ST” METHOD 
WITH SPRAY COOLERS 


-.. gives always full capacity because 
there is no interruption for defrosting 
at sub-zero temperatures; protects 
quality in foods. 
NIAGARA BLOWER COMPANY 
30 Years of Service in Air Engineering 
405 Lexington Ave., New York 17, N. Y. 
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MELROSE PARK, iil. 


| 

| 

| 

| If you are prepared to handle sales, 
| installation and service for our stainless 
| steel soft drink Dispensers for Bars and 
| Taverns, advise business experience and 
| some facts relative to your financial ability. 
| 
| 
| 
| 
| 
| 
| 


INCREASES PROFITS FOR 
BARS AND TAVERNS 


Exceptionally profitable to handle.— Write to 
MULTIPLEX FAUCET CO. 4325 DUNCAN, ST. LOUIS, MO. 


Model 14 
Under Bar 
Dispenser 
Draws one 
sweet drink 
and seltzer 


—————— MANUFACTURERS OF SOFT DRINK DISPENSERS OVER 43 YEARS —————~ 


of engineering, 
factory and field testing to 


develop these outstanding popular 


priced, compact Models. PAR RA-2 
(4% H.P.) and RA-3 (% H.P.) are 
designed for either self-contained 
or remote applications. They give 
trouble-free performance, operate 
“quiet as a whisper.”” Immediate 
delivery so see your PAR Dealer now. 


E& ee We 


WRAP.O MATIC 
CANDY & COOKIE 
WRAPPING 
MACHINES 


REFRIGERATION 


PAR ae 
COMPRESSORS COMPRESSORS 


REFRIGERATION 


HEATING PARTS — 
and SUPPLIES — 


LYNCH 25 des 


CORPORATION 


PAR COMPRESSOR DIVISION 
TOLEDO, OHIO 


©Ccente; 
> ntric 
f on ng in tithe, "4 fly 


mORPAC mORPAC 
PAPER PACKAGING SUTTER & OLEO 
MACHINES PaCkaGinG 
MACHINES 


GiaSS FORMING 
MACHINES 


PUL mae Peele ti ica § SERVICE THAT'S UNSURPASSED 


from the 


SUPPLY HOUSE THAT SERVICE BUILT 


Dependable efficient same-day filling of orders has built our business 
... our reputation. Keep your stocks complete this easy, speedy way... 
just order from our FREE catalog. Saves you time... energy... money. 
Prices right. Wholesale only. 


2511 LAKE STREET 


PARTS CO. 
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Davidson Wins Defamation Suit-- 


(Concluded from Page 1, Column 3) 


equipment were so difficult to obtain, 
many firms and individuals seeking 
equipment to buy—and many who 
had surplus equipment to sell—con- 
tacted Davidson, who was then with 
Hussmann Refrigeration, Inc., and 
who had been very active in the pro- 
gram of building refrigeration equip- 
ment for the armed forces. 

These inquiries involved mostly 
government surplus equipment. In 
many instances Davidson was able to 
put persons in touch with one an- 
other who worked out the sale of 
such equipment. 

In two instances Pennington and 
Montgomery were referred to the 
McBee Air Conditioning Co., who 
supposedly had available some sur- 
plus equipment. Pennington and 
Montgomery independently made ar- 
rangements to buy some of this 
equipment and paid a total of $34,000 
to the McBee company. That firm 
failed to deliver the equipment to 


Pennington and Montgomery, and 
shortly thereafter was adjudged 
bankrupt. 


Because of the apparent irresponsi- 
bility of McQueary and Black, who 
operated the McBee company, and 
because Davidson had referred these 
men to the McBee company, Penning- 


ton and Montgomery complained to 
the Circuit Attorney, and on the 
basis of their representations, the 
grand jury in December, 1947, issued 
an indictment against McQueary, 
Black, and Davidson, charging that 
these men obtained money under 
false pretenses. 

Davidson at the time (and this 
was published in AIR CONDITIONING 
& REFRIGERATION NEWS), issued a 
specific denial that he had had any 
part in the alleged transactions, or 
that he had any part in consumating 
the deal. 

In the trial in criminal court which 
followed the next year, Davidson was 
acquitted on the grounds that the 
facts were not properly presented to 
the grand jury and that Davidson 
had no connection whatever with the 
deal between Pennington and Mont- 
gomery and McBee Air Conditioning, 
and had not received any of the 
money which had been paid to the 
McBee company. 

Davidson thereupon filed a _ civil 
suit against Pennington and Mont- 
gomery for defamation of character. 
This resulted in the recent decision 
by the jury that Montgomery and 
Pennington must pay to Davidson 
$10,000 actual damage, and $2,500 
punitive damages. 


Unfair Trade War Continues In 3 heen -- 


(Concluded from Page 1, Column 3) 


appliance business. Among other 
things, he discussed recent “bait” 
advertising which the agency ‘cor- 
rected.” The advertising involved of- 
fering of merchandise which was not 
the same as illustrations, and free 
trial and service offers. 

Especially singled out for criticism 
were the “one-shot wholesale guys” 
engaged in under-the-counter deals 
in the retail market. He charged 
them with disturbing the appliance 
trade. 

Rider noted that the bureau is 
ready to cooperate with appliance 
dealers in establishing a code of 
ethics. The bureau is effective, he 
stressed, “only when merchants 
themselves want good practices.” 

In Charlotte, a campaign to stop 
unethical practices was inaugurated 
when the local dealer association sent 
a letter regarding back-door selling 
to the Charlotte Radio & Appliance 
Distributors’ Association. The letter 
said, in part: 

“One of the practices being fol- 
lowed by many distributors today 
' that is doing more to destroy the 
loyalty and consequent aggressive 
promotion by their dealers than any 
one thing is the very prevalent prac- 
tice of selling wholesale to persons 
and firms other than franchised re- 
tail dealers. 

“We believe there is no legitimate 
or good reason for taking business 
away from your dealers who make 
it possible for you to be in business. 

“You don’t gain any sales since 
the dealer could make the same sale 
if the distributor refused to sell to 
retail buyers. And certainly your 
franchised dealers deserve any 
favors or special considerations far 
more than any other persons or 
firms.” 

The letter, signed by R. A. Snook 
as chairman and addressed to Frank 
Hough, president of the distributor 
organization, requested the latter 


COMFORT 
COOLER 
—— 


No ducts required 


360° circulation A aE 
Built-in pump Model 100 C.C. 
METS cage ~ 20,750 BTU. hr. at 
Ripple Green 40° Ref. Temp. 
or White Write For Catalog 


MERCHANT & EVANS CO. 
PHILADELPHIA 46, PA. 


MOTOR-BASE 
ADAPTERS 


Your next job may 
require a motor 
adapter set. Better 
be prepared. Carry 
extra sets in your 
service car. 


SERVICEMEN SEE YOUR JOBBER 
Motor Adapter Corporation 


4730 JOY ROAD 
DETROIT 4, MICHIGAN 


Vg to V3 hp.—101-D 
Y, to 1 hp.—102-C 
1 to 3 hp.—103-C 


group to “give us your views on this 
subject at your earliest opportunity.” 

The drive in Reading is being 
sponsored by the Berks County Ap- 
pliance Dealers’ Association and will 
involve the use of investigators posing 
as shoppers. Objective of the cam- 
paign, according to Lloyd L. Weller, 
association president, is to abolish 
such practices as large discounts, big 
trade-in allowances,  under-selling, 
and gifts. 

The group’s plan is to have persons 
pretending to be prospective buyers 
visit member stores to look for evi- 
dence of unfair practices. If such 
evidence is found, it will be reported 
to the association, which will then 
reprimand the offender. 

No action is contemplated against 
members for offering bargains or 
special deals on old model appliances 
when the dealer is overstocked with 
them, it was explained by Richard 
G. Beyerle, association secretary. 

Area distributors have agreed to 
cooperate with the dealers in the 
campaign, Weller reported. He said 
the distributors have even pledged 
themselves to withdraw franchises if 
necessary. 

Also, the distributors have been 
questioned regarding the drafting of 
a code of business ethics acceptable 
to both wholesalers and retailers. A 


REMA Freezer Section Maps Promotion -- 


(Concluded from Page 1, Column 5) 


in color which will be available for 
use in all schools, colleges, univer- 
sities, and other institutions having 
courses in home economics. 

The film will also be shown before 
women’s clubs, church groups, serv- 
ice clubs, parent-teacher associations, 
and similar organizations for the pur- 
pose of stimulating interest in the 
convenience and economy of owning 
a modern food freezer. 

A speakers bureau is also planned 
by means of which organizations, 
groups, service clubs, etc., may ar- 
range for speakers on various phases 
of the food freezer subject through 
the Washington headquarters of 
Rema. 

The desirability of preparing stand- 
ards covering the manufacture of 
food freezers for review and publica- 
tion by Rema was discussed. It was 
proposed that such a set of approved 
standards be adopted and that a 
standard label also be developed, the 
label to be used on food freezers of 
their manufacture by all members of 
the section, and publicized in their 
advertising. 

To initiate action on this project, 
W. L. Currie, chief engineer of Victor 
Products Co., was appointed as chair- 
man of an engineering standards 
committee, with authority to select 
four other members from the Food 
Freezer Section of Rema to study 
existing standards on food freezers, 
including those developed by Nema 
and ASA, following which it is to 
prepare a basic standard for consid- 
eration and adoption by the section. 

Roberts pointed out that the weak 
link in present-day merchandising of 


HOWARD R. ROBERTS 
New chairman of Rema’s Food 
Freezer Section. 


food freezers is that materials for 
food packaging are not generally 
available in the customer’s immedi- 
ate locality. 

“Complete customer satisfaction in 
the use of a food freezer depends to 
a large extent on the availability of 
containers, and packaging and wrap- 
ping materials such as waxed paper, 
aluminum foil, pliofilm, cellophane, 
freezer jars, plastic bags, freezer 
tape, cartons, etc.,” he said. 

“In my experience, I have found 
very few places in the United States 
that are well equipped to provide 


these necessary supplies locally to 
owners of food freezers.” * 

This section of Rema had formerly 
been called the Home and Farm 
Freezers Product Section. Feeling 
that the section was not properly 
named, since the product freezes 
neither homes nor farms, the name 
of the section has been changed to 
“Food Freezer Section.” 

Food freezers are used in many 
locations other than homes and farms 
and it was thought this new name 
would be of broader application and 
more fitting the group’s activities. 

The next meeting of the section 
has been set for Sept. 14 in Washing- 
ton, D. C. 


Recold Names Quinn- - 


(Concluded from Page 1, Column 4) 


was entering air conditioning. 

Quinn’s experience in the industry 
dates back to 1925, when he started 
with the Frigidaire Sales Corp., with 
whom he spent more than 15 years. 
His early association with that com- 
pany was in the sale of commercial 
refrigeration equipment. 

Later, as air conditioning started, 
he switched over to that phase of 
their operation and there pioneered 
many of the earlier air conditioning 
installations. In 1934, he became 
sales manager of the Air Condition- 
ing Div. of Frigidaire Sales Corp. 

In 1941, he joined the Pacific Lum- 
ber Co. in the Insulation Div. While 
with Pacific, he served as a director 
of the Manufacturers and Suppliers 
of the Frozen Food Locker Associa- 
tion. 

In 1947 and 1948, he held the posi- 
tion of sales manager of the eastern 
division for Drayer-Hanson, Inc. 


» 


series of special meetings for this | 


purpose is planned by the dealer 


group, which will invite one distribu- 


tor to attend each session. 


The bulletin in which the Better | 


Business Bureau of New York City 
attacked “irregular” practices in the 
appliance, radio, and television indus- 
try was sent to area manufacturers, 
distributors, and retailers. It said: 

“Retailers and manufacturers who 
have been bemoaning the fact that 
the public has not been buying 
radios, television sets, and home ap- 
pliances despite price-cutting, should 
re-examine their own advertising 
policies and those of the trade in 
general. 

“Confidence is still essential. Lack 
of confidence, in prices as in any- 
thing else, is the surest way of kill- 
ing sales. 

“Irregular practices have recently 
been on the increase in the advertis- 
ing and selling of these products. A 


number of offerings are inaccurate | 


and misleading, unfair to the public 


and to the industry, and injurious to | 
public confidence in the integrity of | 


advertising. ... 


“The bureau has found, for ex- 
ample, that a recent ‘$200 trade-in | 


allowance,’ featured by several deal- 


ers offering a television combination, | 
was a price cut, permitted by the | 


supplier, which could be obtained 
without a trade-in. In some cases 
there was further ‘allowance’ in addi- 
tion to the $200. 

“Several advertisers of refrigera- 
tors made unrestricted offers ‘up to 
$75 trade-in allowance,’ yet would 
allow $75 only on boxes less than 
two years old. One of these stores, 
which failed to include the selling 
price in its advertisement, offered 
only $45 allowance, and this was off 
a former selling price which had 
been cut $40 by the manufacturer a 
month earlier, making the actual 
trade in allowance only $5.” 


BUSH HEAT TRANSFER PRODUCTS are expertly 
designed and engineered .. . fabri- 
cated of top-quality materials to rigid 
specifications . . . carefully tested and 
accurately rated. Result: easier sell- 
ing, faster installation, less service. . 
more PROFIT. All this adds up to 
more customer satisfaction, and more 


BUSH W) UNIT COOLER 


Designed for installa- 
tion at juncture of 
ceiling and walls ., . 
occupying minimum 
valuable storage 
space. Circulates air 
throughout 180° ra- 
dius. A standout for 
dependable perform. 
ance and sales appeal. 


No Shrinkage! No Blast! 


with these new Bush Cooling Units , 


business for you. Get acquainted with 
the BUSH Factory Representative in 
your territory. He’s an expert refrig- 
eration and air conditioning engineer 
familiar with newest application tech- 
niques ,..a good man to know. He’ll 
be glad to help with plans and specifi- 
cations on your next important job. 


Sh 


2 AML 


J 


BUSH CJ UNIT COOLER 


Maximum efficiency in 
minimum space. Less 
than 13” of head 
room in most models. 
High velocity ceiling 
out-put carries air to 
farthest wall — effec- 
tively prevents ‘‘short- 
cycle” circulation. 
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